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Here’s Ethan Allen, hero of Ticonderoga, and leader of Vermont’s famous Green Moun- 
tain Boys, done in marble at the entrance of the Vermont state house, next door to the home 
office of the National Life Insurance Company. 


This year Vermont celebrates the 150th anniversary of its admission to the Union, the first 
state added to the original thirteen. 


Last year the National Life celebrated its ninetieth anniversary, the first life insurance 
company in this country to call itself “National.” 


From the first, Vermont and the National have been rugged institutions, coping with all 
adversities, building character and emerging strong. 


Send for the Company’s detailed statement. 
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The Equitable Introduces a 
New Compensation and Retirement Plan 


for the Gareer Agent 


Effective April 1 The Equitable has made available to its field force a new 
compensation and retirement plan so designed as to give new elements of 
stability and permanence to the profession of selling and servicing life 
insurance. ‘Through this plan, the life underwriter is established on a career 
basis comparable to that open in other professions and with the opportunity 
to participate in a retirement plan to which the Society will contribute. 


Renewal commissions are provided to continuing agents throughout the 
premium-paying life of all contracts, thus compensating the field force 


more adequately for its service to policyholders. 


Second and third year commissions are increased substantially, more than offsetting a moderate reduc- 
tion in the first year’s payment. ‘The plan thus provides appreciably greater income to the agent during 
the early policy years which are most critical for the new policyholder and the new agent. 


The retirement feature of the plan, which provides deferred annuities, calls for contributions by par- 
ticipating agents of 4% of their total commissions, (including current renewals) to be matched by the 
Society. The privilege is accorded to agents to contribute up to 4% additional of their commissions, 
but these extra contributions will not be matched by the Society. 


Special provision is made in the plan for older agents long under contract. 

Over a term of years the new plan will give greater rewards than are available at present to continuing 
agents,—and in increasing measure for business of superior persistency. Beyond this, it solves the 
problem of providing retirement income for our agents—a problem which in only a few instances in 


the business world has been met for men who derive their compensation from commissions. 


In a word, The Equitable’s new Compensation-Retirement plan emphasizes continuing insurance for 


Cll. Hb a. 


PRESIDENT 


continuing policyholders served by continuing agents. 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


A Mutual Company Incorporated Under the Laws of the State of New York 


393 Seventh Avenue New York, N. Y. 
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THE NATIONAL UNDERWRITER Life Insurance Edition. Published _weekly by The National Underwriter Company. 
Office of publication, 175 W. Jackson Blvd., Chicago, Ill, U.S.A. Forty-fifth year. No, 15. Friday, April 11, 1941. 
$3.00 per year (Canada $4.00), 15 cents per copy. Entered as second class matter, June 9, 1900, at the post office at 
Chicago, Ill., under Act of March 3, 1879. 





ii 


= 


( 












© option basis. 
» tially reduces the business which trust 








LIFE 
INSURANCE 
EDITION 


. Ng 


SN 





HieNATI 









ONAL 
TER. 





Forty-fifth Year—No. 15 


Cuicaco, CINCINNATI, NEw York AND SAN Francisco, Fripay, Aprit 11, 1941 


$3.00 Year, 15 Cents a Copy 





Well-to-Do Assured 
Make Many 
Maneuvers Today 


Some Are Switching from 
Insurance Trusts to 
Settlement Options 


NEW YORK—Prospects of increased 


' taxes and living costs, coupled with a 
| virtually stationary level in income has 
' caused many men of means to discon- 
‘tinue their life insurance trusts and re- 
» arrange their coverage on a settlement 


This not only substan- 


companies may anticipate from life in- 
surance proceeds but adds to the grow- 
ing volume of funds which life compa- 


| nies are accumulating under supplemen- 


tal contracts which do not involve life 


> contingencies. 


In addition to increased living costs 


F and taxes many persons find that their 
| spendable income is being diminished 
> by pension trust plans or other pension 


systems. This income will of course 
come back to them in the future but for 


© the present it has the effect of reducing 


the margin above necessary living ex- 


© penses. 


' Convert to Paid-up Basis 


Another trend that has been noticed 


© among well-to-do policyholders is the 
' changing of 


insurance to a_ paid-up 
basis to discontinue premium payments. 
This is to avoid the penalties under the 
new treasury decision 5032, which 
makes proceeds of insurance policies 
subject to inclusion in the gross estate 
according to the extent to which the 
decedent has paid the premiums. For- 
merly the taxability was determined by 
the ownership of the policy. Many pol- 
icyholders fear that their insurance, to 
the extent that it exceeds the $40,000 


| life insurance exemption where the pro- 


ceeds are payable to a named benefi- 
Clary, will have to be included in the 
8foss estate unless the wife or who- 
ever pays the premiums can prove be- 
yond the shadow of a doubt that the 
money came from her own funds and 
was not even indirectly obtained from 
the policyholder. Rather than let their 
Wives and estates in for an uncertain 
Prospect and the possibility of exten- 
sive and expensive litigation many pol- 
icyholders feel that they are better off 
Switching to a paid-up basis. 


May Be Ill Advised 


_ The basis for this reasoning is shown 
in the following example: If a policy 
had been taken out 10 years ago the 
Premium might have been paid by the 
msured but if all incidents of -owner- 


ship were lodged in the beneficiary the 
isurance would not be subject to tax. 
Owever if the insured were to go on 
paying Premiums for 10 years more the 
a would be taxable in the ratio 
‘hich the latest 10 years bore to the 


Effect of Weissman Outburst, 
Cold Winter, CIO, TNEC, SEC Graded in Each of 


By JOHN F. WOHLGEMUTH 


The war, the new deal, the Weiss- 
mann outbursts, the low interest rates, 
the CIO, the TNEC, the SEC, the cold 
winter and their natural sagacity have 
led the life insurance companies to give 
a good deal of thought to the compensa- 
tion of agents. Whether the thinking 
has been static or dynamic is not yet 
developed, although Equitable Society’s 
announcement indicates that it is dy- 
namic. 

There are two definite plans before 
the house, with all companies free to 
think of others if they care to. One is 
the committee plan reported to the Life 
Agency Officers and the Sales Research 
Bureau. The other is the Arnold plan, 
actually put into effect by Northwestern 
National Life, of which O. J. Arnold is 
president. Mr. Arnold thinks enough of 
his plan to designate it by his name, 
as well as to adopt it for his company. 


Salvaging Immense Waste 


_ Both plans apparently aim at salvag- 
ing the immense waste from lapses that 
has come under criticism from many 
directions. Weighing the two plans, it 
appears that the committee plan regards 
the new and renewal commissions as 
fully earned by the agent if the business 
persists, while the Arnold plan regards 
the renewal commission as payment to 
the agent for his efforts in helping the 
business to persist. Thus the committee 
plan gives a vested 15 percent on the 
first renewal and a vested 10 percent on 
the second renewal, regardless of 
whether the agent remains in business 
or not. The Arnold plan pays practic- 
ally nothing on renewal unless an 
agent’s business matches the persistency 
of the company as a whole, while if his 
persistency beats that of the company, 
the agent begins to cash in. It is true 
the Arnold plan guarantees the regula- 
tion 50 and nine 5’s, but any payments 
above 5 percent are regarded, if he leaves 
the company, as having prepaid the guar- 
anteed 5’s. 

Both plans seem weak on helping the 
agent to make a living as he goes along. 
The committee plan frankly takes 10 
percent off his first year commissions, 
but pays it back to him on renewal if 
the business persists long enough for 
him to collect the “vested” 15 and 10. 
This takes off one-fifth of the agent’s 
earnings on first year business, no mat- 
ter how it is made up to him later on. 
This one-fifth cut in first year earnings 
would seem to offer a very serious ob- 
stacle to building an agency. 


Effect of Selection 


The Arnold plan does not reduce first 
year commissions, ‘but it may reduce 
first year earnings by reason of the 
selection enforced upon the agent, to 
protect his future earnings. Under exist- 








10 years prior to the new treasury de- 
cision. 

Many agents feel that the policyhold- 
ers are ill-advised to switch to the paid- 
up basis until more definite information 
is obtained from the treasury depart- 
ment or through court decisions, 


ing commission arrangements there are 
mighty few agents who would refrain 
from earning a first year commission, 
merely because the business might lapse 
on the first renewal. Under the Arnold 
plan it might pay an agent to let a risk 
go unwritten, or at least to broker it, 
rather than to have it lapse later, be- 
cause of the effect on his renewal earn- 
ings. Of course there are certain an- 
swers to this objection. One is that it 
is practically as easy to write good 
business as poor business, and an agent 
should learn to devote his time to good 
business. Another answer is that the 
first year commission is excessive pay 
for a policy that only lasts one year, and 
the agent is not entitled to the whole 
first year commission on poor business. 
But every lapse under the Arnold plan 
costs not only the renewal commission 
on the policy dropped, but it affects the 
renewal commission on all of the other 
business the agent has coming up for 
renewal. 

As incentives for conservation there 
seems hardly a doubt that the Arnold 
plan has the greater pull. Under the 
committee plan the agent has at stake 
25 percent on the first renewal (15 and 
10), and 10 percent on the second re- 
newal. This might induce him to do 
some conservation work on the larger 
policies. On the Arnold plan the agent 
gets the credit for the automatic re- 
newals, provided he can raise his aver- 
age. The smart agent on the Arnold 
plan will keep in touch with his policy- 
holders, and work his head off on the 
doubtful cases. The Arnold plan as- 
sumes that that is what he is paid for, 
and gives him no credit unless he gets 
out and works. That is, he gets prac- 
tically nothing for merely normal, auto- 
matic renewals. 

The committee in formulating its plan 
apparently adopted certain points. One 
was that the plan of compensation 
should not increase costs to policyhold- 

(CONTINUED ON PAGE 11) 








Minneapolis Gets 
N.A.L.U. ‘42 Meet 


NEW YORK—Minneapois having 
been the ony association to extend an 
invitation for 1942 at the mid-year 
meeting in Wichita, the National As- 
sociation of Life Underwriters will hold 
its convention there next year. A by- 
law specifies that all invitations must 
be presented at the mid-year meeting. 

Though Detroit representatives dis- 
tributed literature at Wichita and en- 
deavored to line up sentiment for a con- 
vention in their city in some future 
year, they issued no 1942 invitation. 
The presumption is that since Minne- 
apolis withdrew in favor of Detroit at 
the Philadelphia convention last year, 
Detroit reciprocated by withholding its 
bid for the 1942 meeting. 

With the 1942 meeting being held at 
Minneapolis, Detroit stands no chance 
of geting the 1943 convention, since 
the National association does not hold 
consecutive conventions in the same 
zones. 


First 100 Companies 


Four Phases 


Assets, Premium and Total 
Income and Payments to 
Policyholders Shown 


The increase in assets of the 100 
leading legal reserve life companies in 
size for 1940 as against 1939 was $1,- 
610,629,408, the actual amount as of 
Dec. 31, 1940, being $32,281,288,281. 

Total payments to policyholders of 
the 100 ranking organizations in 1940 
were $2,816,186,671 as compared to $2,- 
778,416,515 in 1939, an increase of $37,- 
770,156. 

Premium income of those companies 
increased $95,157,655 to amount to $3,- 
985,734,303 in 1940. The companies 
paid to policyholders and increased 
their assets a total of $4,426,816,079 or 
$441,081,776 more than the premium 
income. 

The total income of the 100 compa- 
nies was $6,002,623,294, an increase of 
$209,675,573. 

Rankings of the first 100 companies 
in each of these four departments ap- 
pear on page 2. : 

Ohio National, by the reinsurance of 
Columbia Life, moved ahead four places 
to end in 52nd. Teachers Insurance & 
Annuity. advanced three Positions to 
37th. Crown, Life & Casualty, Conti- 
nental American, Indianapolis Life and 
Guarantee Mutual each stepped up two 


positions. Twelve companies as shown 
by the tables rose one place in the 
standings. 


A new company in the ranking in 
respect of amount paid policyholders is 
Postal Life of New York which is 64th. 
Monumental Life registered an advance 
of 11 places while Business Men’s As- 
surance climbed eight positions in the 
table. Continental Assurance, Domin- 
ion and Alliance Life also advanced 
well in the table. 


Country Life Appears 


Country Life appears for the first 
time in the table of premium income 
leaders, in 98th place. Manhattan, by 
advancing nine places, is now in 82nd 
position. Shenandoah, with an advance 
of six places, Home Beneficial, Peoples, 
D. C., United Benefit and Continental 
of D. C., each with five, all pushed for- 
ward substantially. 

Union Mutual Life and Central Life 
of Illinois appear in the total income 
table for the first time as does Old Line 
Life of Wisconsin. The first two are 
due to reinsurance, Union Mutual tak- 
ing over Massachusetts Accident and 
Central reinsuring the Life of Detroit. 
The unusual advance of 10 places by 
Ohio National is likewise accounted for 
by reinsurance of Columbia Life. Man- 
hattan and Gulf with advance of eight 
places, United Benefit, six places, and 
Franklin, five places each registered 
nice gains. 
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Rank by Assets, Income, Payment: 


ADMITTED ASSETS 


Rank in Admitted 
1940 1939 1938 Company Assets 
Metropolitan $5,357,791,636 
Prudential 4,263,955,113 
New York 2,869,735,206 
Equitable Society... 2,564,466,180 
Mutual Life, N. Y.. 1,484,904,216 
Northwestern Mut.. 1,358,999,648 
Travelers 1,098,664,027 
John Hancock Mut. 1,054,369,632 
Sun Life, C 948,067,304 
Penn Mutual 772,564,413 
Mutual Benefit 751,540,298 
2 “Mass. Mutual 724,294,035 
Aetna Life 716,246,783 
New England Mut.. 501,705,515 
Union Central 413,679,712 
Connecticut Mutual 394,881,555 
Provident Mutual.. 381,483,367 
Connecticut Gen. 
Canada Life 
Phoenix Mutual 
Bankers, Ia, 
Pacific Mutual 
National Life, 
Equitable, Ia. 
State Mutual, 
Mutual Life, 
Manufacturers °° 
Western & Southrn, 
Great-West Life 
Lincoln National 
Guardian, N. Y.... 
London Life, Can.. 
Fidelity Mutual 
Confederaton, Can.. 
Reliance Life 
yeneral American. 
Teachers Ins. & An. 
Kansas City Life.. 
Home Life, N. Y... 
Life of Va 
Imperial Life, Can. 
Jefferson Standard. 
Acacia Mutual 
American National. 
National Life & Ac. 
Northwestern Nat.. 
Southwestern 
Occidental, Cal. 
North Amer, Can.. 
Berkshire 
Calif. West. States. 
Ohio National 
Great South., 
State Life, 
American United... 
Central Life 
Minnesota Mutual.. 
Columbian Nat. 
Mutual Trust 
Washington Nat. 
Dominion, Can, 
Franklin 
Crown, 
Pan-American 
Bankers, Neb. .. 
Columbus Mutual. 
Monumental, Md.. 
Continental Assur. . ° 
Savings Bk., Mass. 
Midland Mutual ... 
Southland 
Atlantic 
Presbyterian Minis. 
American Mutual.. 
Life & Casualty.... 
West Coast Life... 
Continental Amer.. 
Illinois Bankers 
Indianapolis Life.. 
Volunteer State. 
Guarantee Mutual.. 
Security Mut., N. Y. 
Excelsior Life, Can. 
Union Mutual 
Old Line, Wis 
Manhattan 
Pilot Life 
Commonwealth, Ky. 
Ohio State 
Business Men's 
Central Life, Ill.... 
Colonial 
North. I 
Sun Life, 
Oregon Mutual 
Alliance, Ill. 
Home, Pa. 
Baltimore 
North Amer. Reass. 
Federal, Ill. 


WoO 8F Pesto 


269,521,425 
251,508,743 
247,124,794 
226,674,680 
205,816,722 
199,542,865 
196,225,095 
190,068,353 
188,772,252 
173,497,908 
168,640,194 
148,587,651 
143,814,578 
135,306,470 
135,044,751 
132,803,268 
127,133,547 
117,553,854 
117,308,504 
112,982,353 
111,021,357 
96,177,799 
94,764,607 
93,705,433 
89,165,398 
83,468,930 
80,784,203 
76,348,667 
73,448,041 
67,969,282 
66,127,587 
55,995,123 
55,302,345 
55,093,616 
54,486,985 
53,395,192 
51,799,277 
51,277,570 
50,370,405 
49,533,620 
46,922,173 
46,156,303 
44,839,074 
42,906,745 
42,056,672 
39,196,505 
37,532,892 
37,266,013 
36,665,085 
34,928,997 
33,563,422 
33,206,542 
32,670,988 
30,600,342 
30,105,980 
28,485,103 
27,326,571 
26,953,093 
26,357,216 
26,144,751 
25,741,029 
25,238,437 
25,066,978 
24,818,436 
24,501,044 
23,440,202 
23,343,755 
23,127,622 
22,616,057 
22,462,142 
22,118,393 
22,051,015 
21,625,185 
21,377,955 
21,502,209 
20,036,925 
19,887,862 
18,802,545 
18,636,628 
18,088,197 
17,984,554 


Mass. 
Can.. 


ot 


~~ 
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TOTAL PAID POLICYHOLDERS 


Rank in Total Paid 
1940 1939 19388 Company Policyholders 
Metropolitan $588,961,765 
Prudential 448,826,267 
New York 204,394,345 
Equitable Society ... 198,715,179 
Mutual Life, N. Y... 122,876,156 
Northwestern Mutual 108,149,861 
John Hancock Mut.. 97,798,391 
Sun Life, Can 94,173,482 
Travelers 80,739,088 
Aetna Life 64,369,642 
Penn Mutual 56,383,569 
Mutual Benefit 54,614,166 
Mass. Mutual 47,994,621 
New England 37,838,191 
Union Central 31,775,039 
Connecticut Mutual. 27,940,640 
Provident Mutual ... 27,676,315 
Canada Life 23,697,420 
Connecticut General. 22,882,001 
Bankers, Ia. 18,582,251 
National, Vt. 18,433,156 
Phoenix Mutual 18,304,221 
Pacific Mutual 17,333,681 
Western & Southern. 16,816,282 
Manufacturers 15,343,465 
Mutual, Can. 14,867,702 
State Mutual 14,748,178 
Great-West. 14,580,322 
Lincoln National 13,798,557 
General American 13,239,484 
Equitable, Iowa 13,075,157 
Confederation 12,339,699 
London, Can. 11,609,606 
Fidelity Mutual 11,131,854 
Guardian, N. Y 10,916,569 
Reliance, Pa. 9,976,631 
Home Life, 9,148,039 
Kansas City 8,728,838 
National Life & Acc. 8,667,865 
Life of Va 7,969,189 
Imperial, Can. 7,898,416 
American National.. 7,335,387 
Jefferson Standard.. 6,821,518 
North Amer., Can... 6,312,088 
Acacia Mutual 6,180,728 
Northwestern 5,546,780 
Occidental, Cal. 5,466,814 
American United 5,249,035 
Berkshire 5,247,807 
Southwestern 5,086,958 
State, Ind. 4,909,581 
Calif. West. States.. 4,532,939 
Ohio National 4,272,862 
Columbian National. 4,106,020 
Minnesota Mutual 3,936,674 
Washington National 3,864,354 
Great Southern 3,755,055 
Bankers, Neb. 3,642,784 
Dominion, Can. 3,588,953 
Mutual Trust 3,583,272 
Central, Iowa 3,652,711 
Pan American 3,509,734 
Franklin 3,445,470 
Postal, 3,397,550 
Crown, Can. 8,134,537 
Illinois Bankers 3,094,530 
Continental Assur. 3,085,794 
Atlantic, Va. 3,057,284 
Savings Bank, Mass. 3,056,742 
Business Men’s As... 2,801,314 
Monumental 2,740,833 
Teachers Ins. & Ann. 
West Coast 
Presbyterian Min. 
Southland Life 
Columbus Mutual 
Volunteer State 
Union Mutual, Me.... 
American Mutual 
Colonial 
Midland Mutual 
Security Mut., N. Y.. 
Excelsior, Can. 

Life & Casualty 
Northern, Wash. 
Manhattan 
Shenandoah 

Alliance, Il. 

Home Beneficial 
North Amer, Reass.. 


Guarantee Mutual 
Baltimore 

Old Line 

Home Life, Pa.. 
Boston Mutual 
Indianapolis 
Continental Amer. 
Pilot Life 

Ohio State 
Davitabie, D. C..026 


CoS wtoe 


Mut... 


2,320,396 
2,254,665 
2,192,412 
2,150,977 
2,111,210 
2,087,425 
2,085,931 
2,013,845 
2,013,430 
1,986,914 
1,951,890 


1,917,354 
1,866,691 
1,860,182 
1,851,064 
1,768,783 
1,718,007 
1,695,876 
1,611,546 
1,578,229 
1,528,815 


PREMIUM INCOME 


Premium 
Income 
$770,318,704 
669,759,454 
292,249,932 
256,111,899 


Rank in 
1940 19389 1938 Company 
1 Metropolitan 
Prudential 
Equitable Society ... 
New York Life 
John Hancock Mut.. 169,230,020 
Mutual Life, N. Y... 138,944,112 
Northwestern Mut. .. 129,844,567 
Travelers 116,007,220 
Sun Life, Can 111,594,954 
Aetna Life 97,091,823 
Mutual Benefit 72,877,651 
Penn Mutual 71,799,828 
Mass. Mutual ....... 68,287,621 
New England Mut... 60,621,054 
Connecticut Mut. 47,138,304 
Union Central 40,240,151 
Connecticut Gen. 38,445,066 
Provident Mutual 34,427,081 
Western & Southern. 30,512,912 
National Life & Acc. 29,146,657 
Phoenix Mutual 28,791,401 
Lincoln National 27,107,789 
Canada Life 26,042,209 
Bankers’, Iowa 24,628,775 
- Manufacturers 24,137,728 
National Life, 23,795,224 
Equitable, Ia. 20,844,924 
American National... 20,578,919 
Pacific Mutual 19,929,570 
State Mutual 19,201,618 
London Life, 18,853,644 
Mutual, Can, 17,807,313 
Reliance, Pa. 17,449,355 
Great-West., 16,876,099 
Guardian, 16,642,396 
Life of Va 16,338,895 
Confederation 15,082,982 
Fidelity Mutual 13,594,364 
Occidental, Cal. 13,016,321 
Jefferson Standard .. 12,937,769 
General American .. 12,695,514 
Home Life, N. Y.... 12,577,190 
Kansas City 12,307,952 
Acacia Mutual 11,135,377 
Southwestern 10,978,951 
Northwestern Nat. 10,930,964 
Teachers Ins. & Ann. 10,497,810 
Imperial, Can. 10,401,679 
Life & Casualty 9,964,724 
Monumental 9,523,049 
North-Amer., Es 7,703,691 
Calif. Western States 7,650,509 
Crown, Can. 7,444,122 
Minnesota Mutual 6,805,634 
Great Southern 6,682,623 
Berkshire 6,581,512 
American United 6,420,928 
Ohio National 6,297,827 
Continental Assur.... 6,184,690 
Business Men’s Ass.. 6,074,799 
Pan-American 6,067,105 
Home Beneficial 5,941,363 
Mutual Trust 5,788,184 
Columbian National. 5,642,530 
Washington National 5,511,484 
State Life, Ind 5,425,885 
Savings Bank, 5,408,513 
Peoples, D. C 5,329,395 
Dominion, Can. 5,239,572 
Franklin 5,203,555 
Columbus Mutual 5,018,274 
Central, Iowa 4,995,551 
Southland 4,719,709 
Colonial 4,650,852 
Gulf, Fla. 4,397,225 
United Benefit 4,361,354 
Commonwealth 4,195,093 
bisa Coast 4,170,463 
4,041,804 
4,041,638 
3,962,545 
3,898,167 
3,865,262 
3,805,433 
3,796,374 
3,784,170 
3,702,248 
3,696,407 
3,689,932 
3,492,820 
3,471,383 
3,272,644 
3,096,099 
3,076,589 
3,050,711 
2,990,200 
2,970,269 
2,959,280 
2,919,283 
2,919,088 
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Cas... 


ilo 
Midland Mutual 


Home Life, 
Manhattan 
Equitable, D. C 
Guarantee Mutual 
Continental Amer. 
Atlantic, Va. 
Baltimore 

Boston Mutual 
Sun Life, 
Northern, Wash. 
Indianapolis 
Shenandoah 
Excelsior, 
Continental, 
Security Mut., 
Bankers, Neb. 
American Mutual 
Country 

Ohio State 
Illinois Bankers 


TOTAL INCOME 


Rank in ‘ 
1940 1939 1938 Company 


Conoco whe 


COW MC YQ cote 


SwBOrITIA SPW 


Metropolitan 
Prudential 

New York 
Equitable Society.. 
John Hancock Mut. 
Mutual Life, N. Y. 
Northwestern Mut. 
Travelers 

Sun Life, 

Aetna Life 


Penn Mutual 

Mass. Mutual 
Mutual Benefit .... 
New England 
Connecticut Mutual 
Union Central 
Connecticut General 
Provident Mutual.. 
Phoenix Mutual 
Lincoln National... 
Canada Life 
Bankers, Iowa .... 
Western & Southern 
National Life, Vt... 
Manufacturers 
Equitable, Iowa 
Pacific Mutual 
State Mutual 
National Life & Ac. 
Mutual Life, Can... 
Great-West Life... 
London Life, Can.. 
Guardian, N. Y.... 
Reliance, Pa. 
American National. 
Fidelity Mutual 
General American.. 
Confederation, Can. 
Life of Va 
Occidental, Cal. 
Home Life, N. Y. 
Jefferson Rr caask” 
Kansas City 

Acacia Mutual ( 
Teachers Ins.&Ann. 
Imperial Can. 
Southwestern 
Northwestern Natl. 
Washington Natl... 
Ohio National 
North Amer., 
Calif. West. 
Berkshire 
Life & Casualty.... 
Franklin 
Monumental 
Provident L. & Acc. 
Minnesota Mutual.. 
Crown, Can. 

Great Southern .... 


American United 
Mutual Trust 
Columbian National 
State Indiana 
Continental Assur.. 
Pan American .... 
Central Life, Ia.... 
Dominion, Can. ... 
Columbus Mutual.. 
Business Men’s Ass. 
Savings Bank, Mass. 
Southland 

Home Beneficial ... 
Midland Mutual 
Union Mutual 


Can.. 
States 


West Coast 
Atlantic, Va. 
Colonial 
United Benefit 
Indianapolis 
Pilot Life 
Continental 
Central, Iil. 
Guarantee Mutual.. 
Manhattan 
Commonwealth 
Northern, Wash 
Bankers, Neb 
Home Life, Pa 
Cutt, Fla. 


Amer.. 


Woserst, Ill. 
Baltimore 

Sun Life, 

Security Mut., 
American Mutual.. 
Illinois Bankers ..-- 
Old Line 

Ohio State 








Arthur Smith Is Appointed 
Illinois Department Deputy 


Arthur G. Smith has been appointed 
special deputy of the Illinois insurance 
department in charge of the Chicago 
branch office in the Insurance Exchange 
building. He resigned from Alfred M. 
Best Co. in the western division office in 
Chicago, where he had been associated 
with his brother, Raymond T. Smith, 
vice-president of Best, for nine years in 
contact work in the Chicago territory. 
He succeeds A. C. Resek, who resigned 
recently from this department post to 
join the Continental Assurance branch 


office in the Insurance Exchange, Chi- 
cago. 

Arthur Smith was born in Chicago 
and attended Lane Technical High 
School and the Northwestern University 
school of commerce. He was connected 
with General Electric Supply Corpora- 
tion for a number of years, doing illumi- 
nating engineering work in connection 
with industrial and commercial lighting. 

Mr. Smith’s experience in insurance 
has been general, covering all lines 
through his connection with Best Co. 
The Chicago branch post requires a 
broad knowledge of conditions in the 
surrounding territory and for this Dep- 
uty Smith is well equipped. 


Missouri Benefit Outfit 
Denied Use of U. S. Mails 


ST. LOUIS—Under an order signed 
by Postmaster General Walker the use 
of the United States mails has been 
denied to the Hawthorne State Benefit 
Association of Flat River, Mo., which, 
the order alleged, “engaged in conduct- 
ing a scheme or device to obtain money 
through the mails by means of false 
and fraudulent pretenses, representations 
and promises.” 

The action followed an extensive in- 
vestigation after the post office depart- 
ment received numerous complaints that 


the association failed to pay claim 
association was organized in 19 


was reported to have paid 0 
$1,151 in death claims since 


dent; 
Mr. 


A. Merva, Flat River, 
Ruth Sloan, 
Merva’s_ wife, 


vice-presiden 
secretary-tre 
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quifable Society 
New Plan for Agents 
ell Received 


Great Interest Manifested 
in Compensation and Re- 
trement Arrangement 





Total 
Income 


1,077,048 44 
899 i 










Equitable Society agents and mana- 
gers have greeted with great enthusi- 
asm the new compensation and retire- 
ment plans announced last week, and 
it also has evoked much interest among 
other companies’ officials and producers. 
The new arrangement is felt by 
Equitable agents to make much better 
provision for the salesmen while they 
are in their productive years, especially 
stimulating effort in the first three years 
by additional compensation which is 
helpful in building new organization 
and will serve to get many more over 
the hill in the first few years. It also 
provides an attractive retirement ar- 
rangement which is unlike the social se- 
curity pension in that the agent at 65 
will not be faced with the decision 
whether to retire on a pittance or con- 
tinue and not get the pension. In the 
Equitable plan the agent will pay for 
and earn his retirement income, and af- 
ter retiring could continue to sell or 
give service and receive the compensa- 
tion provided for that as well. 


































245,800 
16,104,315 
15,587,1 
15,066,004 
14,193,631 
12,574,551 
11,969,365 
11,734,712 










Details of New Plan 








It is significant that the agent can re- 
tire without fear of losing his income 
under the plan, for in addition to the 
annuity which he has purchased he will 
receive the renewal and service fees so 
long as his business persists. 

To continue his contract an agent 
must earn $600 commission in a full cal- 
tndar year, not less than one-half from 
litst year commission. Exceptions are 
made for agents 20 years or more under 
contract, those who retire, those 10 
years under contract and over 50 years 
of age on April 1, 1941; those with con- 
tracts dated before Jan. 1, 1940, who did 
hot meet basic requirements in 1940, and 
who will have to meet one-half the basic 
requirements in 1941, and agents with 
Contracts dated after Jan. 1, 1940, who 
must meet one-half the requirements in 
the first full calendar year, fully in one 
calendar year in the first three contract 
years, and fully thereafter. Military 
service and disability of more than 60 
days will be cause for proration of the 
requirements. 






9,632,715 
8,947,302 
8,899,253 
8,573,268 
8, 556,33 
8,551,135 
8,524,389 
8,450,364 
7,497,101 
7,386,459 





Requirements for Retirement 


Agents to be eligible for retirement 
must have been continuously under con- 
tract for 20 years as of April 1, or for 10 
Years if over 60; or those with contracts 
Prior to Jan. 1, 1940, who received last 
Yar a minimum of $600 commission, 
with at least one-half first year; of 
agents under contract April 1, 1941, and 
the, agents with contracts effective 
Me falter, who qualify with $600 com- 
ssion, etc, provided they have not at- 
vat time J "ned age 60 on April 1. 
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Favor Premium Tax 
in U. S. Emergency 


Companies Seek Least 
Objectionable Levy to 
Suggest to Government 


Life companies now are studying what 
type of federal emergency tax would be 
least objectionable to them. A defense 
tax appears inevitable, and the treasury 
department has asked the companies 
themselves to offer suggestions. What 
it wants is around $26,000,000 from life 
insurance. Last year the corporation 
income tax yielded some $185,000 from 
life companies. 


No Margin for Absorbing Tax 


Some companies already have arrived 
at the conclusion that a premium tax on 
first year premium would be the simplest 
and perhaps the most satisfactory 
method of taxation. Mutual companies 
could adjust the dividend scale, while 
stock companies could increase their 
rates to policyholders who would pay it 
during the defense period. Life compa- 
nies have no margin for absorbing the 
tax themselves, with interest rates what 
they are. A premium tax, passed on to 
policyholders, would retain the status of 
an “emergency” levy, and might more 
easily be gotten removed after the emer- 
gency had been met. Company man- 
agement would like to retain the present 
corporation income tax as the permanent 
method of defense taxation. 

Suggestions of the companies them- 
selves will undoubtedly clear mostly 
through the American Life Convention 
and the Life Presidents Association. 
Those two organizations then will pass 
them on to the house appropriations and 
the senate finance committees. 


Guarantee Bill 
for Life Companies 


Passed in New York 


NEW YORK—tThe measure to estab- 
lish a corporation through which do- 
mestic life companies would guarantee 
policyholders of domestic companies 
against loss through impaired solvency 
was passed before the New York legis- 
lature adjourned April 3 and is before 
Governor Lehman. He has a month 
from the adjournment date in which to 
act. The bill has the department’s en- 
dorsement and presumably will be 
signed. Other bills awaiting action in- 
clude two measures to permit war 
clauses ‘based on status as a member of 
the armed forces rather than making 
cause of death the condition, and one 
permitting life companies to invest in 
housing projects within 15 miles of cities 
of 100,000 or more population. A bill to 
clarify the law restricting settlement 
options failed of passage. 





Mich. Meets May 23, Battle Creek 


The annual convention of the Mich- 
igan State Association of Life Under- 
writers will be held in Battle Creek, 
May 23. 

The program, which includes several 
nationally known speakers, has been ar- 
ranged by Husted A. Jones, Massachu- 
setts Mutual, Battle Creek. A dinner 
and round-table discussion for quarter- 
million producers has been planned by 
James L. Shuster, Penn Mutual, Grand 
Rapids, chairman of the life leaders 
committee. 

Floyd C. White, Penn Mutual, presi- 
dent of the Battle Creek association, 
will act as general chairman, and John 
E. Bromley, Connecticut Mutual, vice- 
president of the state association, will 
be vice-chairman. 








Endowment. 


would ever disturb it. 


their standard of living. 


vertible Income. 


doctors?” 


WILLIAM H. KINGSLEY 
Chairman of the Board 








DOCTOR’S ACCOUNTS 


This doctor was a busy prospect, but the underwriter 
finally got in to see him, found that he owned $30,000 of 
He had borrowed on this insurance for college 
and illness, but had repaid most of it, and said no living soul 


The underwriter explained that the life insurance estate 
would be worth $300 a month to him in retirement income, 
but only about $100 a month to his family if he died, and 
asked if he didn’t think it would necessitate a drastic cut in 


The doctor decided to convert his $30,000 Endowment 
into $30,000 of Ordinary Life, and add $23,680 of Con- 
In the conversion the surplus cash due him 
liquidated the $500 loan and left $800 in cash, with which 
he paid two years’ premium on the new policy. 


Thirteen months later the doctor died of pneumonia, 
leaving the widow and two sons, aged 6 and 9. 


The program had made provision for cash to be with- 
drawn by the widow if she needed it. The underwriter asked 
whether she would need to draw cash—or would the doctor’s 
accounts come in fast enough to take care of her? 


She said, “Don’t you know that no one ever pays dead 
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W. H. Andrews, Jr., 
Candidate for 
N.A.L.U. Secretary 


Spirited Contest Seen 
As H. A. Hedges’ Cam- 
paign Already Announced 


A committee appointed by the North 
Carolina State Association of Life 
Underwriters and one selected by the 
Greensboro association announce that 
they are presenting W. H. Andrews, Jr., 
of Greensboro, now 
serving his second 
term as trustee, as 
a candidate for 
election as_ secre- 
tary of the National 
association. This 
announce- 
ment means that 
there will be a 
spirited contest for 
the office, since 
H. A. Hedges, 
Equitable Life of 
Iowa, Kansas City, 
was announced as 
a candidate last 
week. Especial interest is taken in this 
contest because the position of secretary 
usually is a stepping stone to the presi- 
dency. 

These committees state that Mr. An- 
drews’ record in association activities 
indicates his qualification for a post that 
will give broader scope for his work 
in behalf of the association. The North 
Carolina state committee is composed 
of Elbert Chambers, Occidental Life, 
Asheville, president of the North Caro- 
lina association, chairman; Phil F. How- 
erton, Connecticut Mutual, Charlotte; 
John Richardson, Aetna Life, Raleigh; 
D. D. Edmunds, Equitable Society, 
Winston-Salem, and Watts Norton, 
Northwestern Mutual, Durham. 

Members of the Greensboro commit- 
tee are: Alvin T. Haley, Massachusetts 
Mutual, chairman; A. P. Mulligan, Met- 
ropolitan; Henry P. Foust, State Mu- 
tual; Walter Bernstein, Prudential, and 
G. C. Griffin, Life of Virginia. 


Active in Civic Affairs 


Mr. Andrews, who is a C. L. U., was 
elected a trustee in 1938 and again in 
1940, both times receiving the largest 
number of votes cast. During his first 
tenure as trustee he was chairman of 
the membership committee, and under 
his leadership membership reached a 
new record peak. In this term he also 
served as chairman of the 1938-39 com- 
mittee on state and regional associations, 
being instrumental in organizing a num- 
ber of additional local associations. He 
has conducted training conferences and 
seminars. He has been chairman of the 
General Agents’ & Managers’ Commit- 
tee, during his second term. 

Mr. Andrews is 42 years of age; he is 
active in civic affairs of Greensboro, 
having served three terms as director 
of the Greensboro Chamber of Com- 
merce, as director and chairman of the 
budget committee of the Community 
Chest, director of the Greensboro 
Executive Club, director Greensboro Art 
Center, director of Gate City Building & 
Loan Association; he is chairman of the 
organization committee of Greensboro 
Boy Scouts. 

The candidate’s entire business life 
has been spent in life insurance. He 
became a personal producer with Jeffer- 
son Standard in 1920 when he gradu- 
ated from the University of North 
Carolina. Shortly thereafter, he organ- 
ized the University Agency for the com- 
pany and produced in excess of a quar- 
ter of a million dollars during his first 
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office agency was organized. During a 


his eight years of personal production 
under that agency, he produced between 
$400,000 and $600,000 annually. In 1928 
he was appointed assistant manager and 
became manager in 1929. Todav the 
agency is one of the most successful in 
his company, having 60 agents who pro- 


duce in excess of $5,000,000. 
Mr. Andrews served as secretary of 
the Greensboro association for two 


terms. He is a past president, and has 
for a number of years served as national 
comimitteeman. He was a member of 
the executive committee of the General 
Agents & Managers Section of the Na- 
tional Association and member 1938- 
1939 program committee of that section; 
award committee 1938-1939 and 1939- 
1940. He was president of the North 
Carolina State Association of Life 
Underwriters 1938-1939. 


New Aviation 
Exclusion Riders 


New York Life made effective Mon- 
day of this week an aviation exclusion 
rider to be attached to all policies of 
male ig tng ages 15 to 28. Obliga- 
tion of New York Life under the rider 
is limited to refund of premiums and 
interest if death occurs in an aviation 
accident, other than as a passenger on 
a commercial line, until the assured 
reaches attained age 35 at which time 
the rider is voided. The exclusion is 
not limited to military aviation. 

Travelers changed its aviation exclu- 
sion rider this week and now is putting 
it on all male applicants who have not 
attained their 27th birthday. Heretofore 
it applied to both sexes up to age 31. 
If necessary, the exclusion will apply to 
females in individual cases. 

If the rider is issued it will become 
void when the insured reaches his or her 
30th birthday, if the insured supplies an 
affidavit he is not serving as a pilot or 
student pilot and doesn’t intend to do so. 

If the insured whose policy contains 
the rider should become married he 
could secure annulment of the rider by 
an application certifying he is not a 
pilot or student pilot and does not intend 
to be one. 

Travelers still covers the commercial 
aviation hazard. 

So far as could be learned, the only 
other company making similar restric- 
tions is Aetna Life, which introduced a 
provision like Travelers, but last fall 
modified it to apply only to applications 
for more than $5,000. 


Perfect Detroit Clinic Plans 


H. H. Irwin, who will conduct the 
three “production clinics” being held in 
Detroit, April 12, 19 and 26, will be in- 
troduced at the opening session by G. 
E. Lackey, general agent Massachusetts 
Mutual. 

Mr. Irwin has been a consistent pro- 
ducer for 21 years in Detroit for 
Massachusetts Mutual. He has been a 
teacher of acounting and economics at 
Detroit Institute of Technology, lec- 
turer in insurance in the business school 
at University of Michigan; and teacher 
of C.L.U. classes in Detroit, Flint, 
Lansing and Grand Rapids, Mich., and 
in Toledo. He is the author of two 
sales training courses. 

The clinics are sponsored by the 
C.L.U. chapter, Life Underwriters As- 
sociation and General Agents & Man- 
agers. 

The presidents of the sponsoring or- 
ganizations met with Mr. Irwin this 
week to select the subjects to be 
covered. Representing the C.L.U. was 
Roy E. Stringer, State Mutual; the 
General Agents & Managers, Donald 
Machum, Manufacturers Life, and Life 
Underwriters Association, W. A. Post, 
Connecticut General. 

L. Mackey, Home Life, is the 
chairman of the committee which is 
handling arrangements. 


An up-to-date list of war restrictions in life policies has 
been compiled by the Litle Gem Life Chart published by 
The various types of pro- 
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When Is War Clause Attached? 


All new policies. 
Individual consideration of risk. 
. In general, those in any service or rese 


Any type of active service including auxiliary services, 


. Certain age groups, usually 18 to3 


. Certain amounts issued without "ge usually $2,500 or $5,000. 


a; 
2. 
3 
5. Any branch of army, navy or air service. 
7. 
8 


. Applicants who appear liable for_servic 
9. Those who —, enter aviation. 
alone in this clas 


11. Applicants who are lik 
12. Clause used extensively, 


Extra premium to cover extra hazard 


15. Extra premium will provide full coverage. 
17. Such full coverage applies to first $5,000 on 


Liberal interpretation of restrictions regarding manner 


or place of death. 


Benefits usually limited to return of premiums with interest. 


20. While in service, or within six months after service as result thereof. 
21. While in service outside Home Areas, or within six 


as result there 


of, 
22, While in Home Areas but in service of any country at wa 
23. While in service beyond geographic boundries of U. S 
ions and protectorates, or within six months after sores as result thereof. 
24. Auxiliary units included. (c) Restricted during first two policy years only. 
25. Service, travel or flight in aircraft used for training, military or naval 


Frequently the aviation rider is used 


ely to travel in danger zones 


Dominion, 3, 7, 
17, 21, 25, 26, 30c 


Empire, Can., 1, 16, 17, 21, 25, 26, 30. 
1, 16, 17, 21, 25, 


6, 30. 
—— Ja., 3, S ‘16, 17, 21, 25, 
10, 23. 
-Md., none a use 
Excelsior, i, 16, 17, 21, 25, 30. 


Farmers & Bankers, 1, 15, 20. 


Equitable, Can., 


c, 
pestenie, D. C., 


cca, 12), 16, 


visions are keyed and after each company is listed the 
clauses it uses, if any, indicated by the numbers in ti 
first section of the chart. 


National Guardian, none in use, 
National L. & A., 2, 15, 2 
~~ Can., 1, 16, 21, 25, 27, % 


National, Ia., 1, 15, 21, 
National, vt. ’ none in “use, 
New England Mutual, none in use, 
New World, none in use, 

New York Life, none in use, 
— American, Can., (Can. 1, y, 
S. 2), 16, 21, 25, 26, 28, 30¢, 

Northwestern Mutual, none in use, 
——— National, 5, 7, % ‘Y, 


—— 2 tee ns in use, 1, 
10. Foreign-born, if mot fully naturalized or of long eo in United States, Federal, 


Guarantee Mutual, wat in use, 
, '30¢, 


Guardian, 11, 
Gulf, 5, 7, 23, 24. 


Imperial. 
26, 30. 


months after service Jefferson Std., 


territories, possess- Kansas City, 


Kentucky 


11, 21, 
Fidelity Mut’ 45 as i” 24c, 30c, 
Gopgent Amer., 3, 7, 8, 9, 10, 21, 28, 
George Washington, none in use, 
Great Northern, none in use, 


Great Southern, none in use. 


16. Extra premium will provide full coverage _ foreign air service. be agg “te, + use in U. 


=e. N. Y., 3, 6, 7, 9, 10, 21, 26, 
Home, Pa., 1, 15, 20. 

San., 10, 12, 16, 21, 25, 
2, 7, -. 21, 28, 30c. 
John Hancock, none in use, 

5, 16, 20, a: 30, 


‘ome, 7, 20, 
Knights, hone in use. 


27, 30c. Occidental, Cal., 3, 7, 9, 10, 11,2 


ie. 
Occidental, N. C., none in use, 
Ohio National, none in use. $5,00 
limit if in service. 
Ohio State, none in use. 
Old Line, Wisconsin, none in use, 
Oregon Mutual, none in use, 


Pacific Mutual, yorety used, 

Pan-American, 9, te = Soe 28, 30c 

Penn Mutual, none an 

ee Ind., 5, 10, $53, 
eoples, D, C., 3, 16, bY 26¢, 30¢, 

Pailpdelphias none in use. $5 000 lim: 

it on some Sy 9 

Phoenix ~~ » 6, 29. 

Pilot, 21 

Provident 4 & i 8 32, rarely used, 

Provident Mutual, none in use, 

feet one in use 

Prudent .» 32, rarely used, 

Prudential ie 4, 16, 21, 26, 28, 30, 


Reliance, 32, rarely used. 
Reserve Loan, none in use, 


La Sauvegarde, 1, 17, 21, 28, 30, 
Savings Bank, ass., none in use, 


S* 
25, 30. 


24c, 30c. 


purposes. 

26. m4 iravel or fight except as fare paying paper within Home Areas. pamer. Radiat, ~ * 2% Savings Bank, N N. hay none in use, 
c) Restricted during first two policy years i ; 

27. Piloting or receiving aviation instructions. Life & Casualty, 2 15, 20. 9 4, Security L. & A., 32, rarely used, 


28. Air travel or flight while in air service. 


29. Flight or training in Government owned plane. 

30. As result of war or riot while gy nod nage or sateen outside Home 
years only. 

United States, 


Areas. (c) Restricted during first tw 
31. While in service of any country other than 
32, Copy of clause not available at press time, 


Companies 


Acacia Mutual, none in use. 
Aid. Assn, for Lutherans, none in 


Alliance, none in use. 

American Mut., none in 
American yo, occasional use, 
Amicable, 5, 7, 23, 24. 
Atlantic, none in use, 


Baltimore, none in use. 


Cc 
Central, Iil., 


Bankers » Ia, 4, 9, 10, 11, 16, 17, Connecticut Mutual, none in use. Saas, iene. 
Bankers, Neb. none in ee ae W. Va., 5, 9, 20, 24c, Monumental, none in u: 
Bankers Natl., 2, 9, 20, i, 26, 30. Contine: ntal Amer., 3, 6, 7, 10, 11 utual Benefit, 2, 15, 2 
Business Men?  Assur., none in use. Th n! i oa , auton a Canada, 1 
California-Western States, none in Continental, Can., 1, 21, 26, 28, 30. Mutual, N. ¥., 5, 7, 8, 
use. Crown, 7. Mutual Trust, none in use 


Canada Life, (U, 8. 2, Can. 12), 16, 
21, 26, 30c. 
Capitol, none i he 


Colonial, i, "48" ; 
Commonwealth, none » use, 
Confederation, oi 16, S. 
Connecticut General, > 32. M onarch, Can., 


Life Ins, Co. of 
30c. 


London, 1, 16, 


Maccabees, — in use w.. (8.5 


Lincoln National, 4,27) 21, 22, 30c.. 


Lutheran Brotherhood, pone in in 
.; Canada, 1, 16, . 
Lutheran Mutual, none in use, Southeastern, 3, 6, 9, 


Security L. & T., Sa in use. 
Security Mut., N. 2, (21, 31), 25 
Southern L. & H., 1, 1 


Southland, none in use, 
Southwestern, rig A in use. 


Canada, 16, 21, 2, 30. sovenetan, & 16, 1, 26, 28, 30, 
nha andar an., 
a ue oe ee oe a an State Farm, 5, ‘st "9, 21, 26, 30¢, 


’ ’ 


26. Metropolitan, 2, 6, 7, 
1 25, 30c. Michigan, 3, i bg Bn 


$, 20, 24c, 26, 30c. Midland, none i 
6, 


, 25, 30. 

















nly; 2, 
Manufacturers, w. "S. 2, 10; a 
12) 30c. 
Massachusetts, eee » 


Midland Mutual, 3. %, ®, 10, 2%, 21, 
Minnesota Mutual, 2, 7, 16, 20, 24c, 
25, 30 


Unit 
1, 16, 21,,25, 26, 30. 
6, 9, 21, 22, 30c. 26, 306. 
Lt 


46, 11, 21, 30c, 


State, Ind., none in use. 

i aa none in use. Amounts 
mi 

Sun, Can., oun, x a, S. 2), 32. 

Sun, Md., none i 


Union Consens, 2, "2, ac, 25, 30¢. 
Union Mutual, 5, 6, 7, 9, 10, 12, (U, 
Sagas, only) ;, 16, 21, 28, 30, 

es Benefit, 
& Tes aay used, 15,20, 


26. 
1, is, er 30c. 
34 


Victory, Kans., 1, 15, 20, 
Volunteer State, 2, 32, 


Washington Natl., none in use, 
West Coast, none in use 
Western & Southern, 1, 20, 


;.30c, 31. 
"16, 21, 25, 








Higgins and Glasser 
Head Equitable 
Group Millionaires 


Two leading group producers of the 
Equitable Society have been elected offi- 
cers of the Group Millionaires Club, an 
organization of more than 200 Equitable 
representatives who have written 
$1,000,000 or more group insurance in 
one or more calendar years. 

M. B. Higgins, director group depart- 
ment Edward A. Woods Company, 
Pittsburgh, was elected president suc- 
ceeding Joshua B. Glasser, Samuel 
Lustgarten Agency, Chicago, and John 
E. Gettys, supervisor E. R. Jeter 
agency, Rock Hill, S. C., was named 
vice-president. 

In 1940 36 Equitable agents qualified 
as club members, a high mark in new 
members since the club was organized 
in 1934. 

Each of the two new officers has 
made a notable record. Since 1935 Mr. 
Higgins has written more than $1,000,- 
000 group a year, his total writings ex- 
ceeded $23,000,000. 

Mr. Gettys is credited with a similar 
amount of group in 12 years, qualifying 
for nine years as a group millionaire. 
In the last three months of 1940 Mr. 
Gettys won a nation-wide contest in 
group production with a total exceeding 
$2,500,000. . 

Attending a meeting at the Equitable 
home office at which.Mr. Higgins and 
Mr. Gettys assumed office were former 
presidents of the Group Millionaires’ 
Club, including Mr. Glasser, J. M. Pfeil, 
Edward A. Woods Company; a 
Strong, L. A. Miner Agency, New 
York,. and M.Lee—Alberts.and. Preston 


Penn Mutual Hits 
2 Billion Mark 


Penn Mutual Life has reached the two 
billion mark. The company’s insurance 
in force at the end of February, 1941, 
was $1,998,338,579. On March 31, the 
insurance in force was $2,000,558,606. 


Plan Life Insurance Short 
Course at Kansas University 


KANSAS CITY.—Wilfrid Jones, edi- 
tor of “Association News,” and Paul 
Speicher of Indianapolis will be in Kan- 
sas City April 15 for a conference on 
plans for a short course in life insur- 
ance at the University of Kansas this 
summer. They will meet with H. A. 
Hedges, general agent Equitable Life of 
Iowa, and J. E. Conklin of Hutchinson, 
Kan., president Kansas Life Underwrit- 
ers Association. On April 16 the con- 
ference shifts to Lawrence for discussion 
of plans and setting of date, with Dean 
F. T. Stockton of the business school, 
University of Kansas, and other mem- 
bers of the K. U. faculty. The projected 
short course is one of several at state 
universities to be sponsored by the Na- 
tional association, with cooperation of 
state and regional associations. Mr. 
Hedges was chairman of the educational 
committee in 1940, and took preliminary 
steps. toward a K. U. short course at 
that time. Earl Colborn of Rochester, 
N. Y., is chairman this year. 








H. Williams, respectively of the W. V. 
Woody and P. B. Hobbs agencies in 
Chicago. 


Prudential Parley 
Set for April 21-24 


The Prudential will open its annual 
three day business conference April 21 
at the home office. The convention will 
culminate with the annual banquet April 
23 in New York. More than 500 men- 
bers of the supervisory force of both 
ordinary and industrial branches are ex- 
pected. 

Delegates will be welcomed at the first 
session by President Franklin D’Olier. 
Other executtive officers also will discuss 
the functions of their respective depart- 
ments. The afternoon will be givet 
over to a reception for visiting repre- 
sentatives in the various executive of 
fices. 

The agenda for April 22 calls for 
closed executive meetings for both in 
dustrial superintendents and ordinary 
managers. The former will meet in the 
morning, while ordinary managers wi 
hold morning and afternoon sessions at 
the home office. 

Industrial representatives will remaif 
in New York for the Thursday’s ses- 
sions, while the ordinary managers wi 
return to Newark for their closing delib- 
erations. 





Honor Gillis Agency Leaders 


The “Leaders Club” of the , Gillis 
agency of Provident Mutual Life in 
Newark will hold a dinner April 14 
when silver cups will be awarded to 
Henry Feustel, supervisor, for the great: 
est volume of paid business in Marc 
and W. B. Dickinson for the largest 
number of lives insured. The agency 
reports a gain of 25 percent in paid for 
business for the first quarter. 
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Special L. O. M. A. 
Parley Scheduled 


XEW YORK—The Life Office Man- 
ement Association will hold a special 


ag 


conference here at the Hotel New 
Yorker, May 1-2. Home office routines 
and procedures covering investment 


activities W ill be discussed. This is the 
frst time since 1935 that these subjects 
have been considered at a conference 
and there have been many changes in 
techniques since that time. The ever 
increasing volume of monthly amortized 
loans have created administrative prob- 
lems of vital interest. 

The Life Office Management Asso- 
ciation annual conference will be held 
in Cincinnati Sept. 29-Oct. 1. 

The program for the New York con- 
ference of which F. D. Russell, president 
Security Mutual Life, N. Y., is general 
chairman, follows: 
MAY 1, MORNING SESSION 


“Present and Probable Future Trends 
in Life Company Investment Policies,” 


Dr. T. C. Jones, investment consultant 
and New York University faculty mem- 
ber. 


“Organization for Home and Field Of- 
fice Investment Activities’? — research, 


bonds and stocks, G. Robley Mackay, 
assistant treasurer Sun Life of Canada; 
mortgage loans, H. M. Tenney, assistant 


vice-president Connecticut Mutual. 

“Relative Cost of Amortized vs. Semi- 
Annual and Annual Loans,” W. J. Young, 
secretary mortgage loan department, Fi- 
delity Mutual Life. 


AFTERNOON SESSION 


‘Unit Accounting for Investments,” A. 
Rk. Roberts, Jr., supervisor, planning di- 
vision Bankers Life of Iowa. An appli- 
cation of the addressograph for bond 
accounting, Burgh S. Johnson, assistant 
secretary Guardian Life of New York. 

“Home Office Control of Properties 
and Auditing Income and Expense’’—con- 
trol of city and farm properties, R. L. 
MacGregor, supervisor mortgage loan 
department, Prudential; auditing income 
and expense, farm and city properties, 
H. D. Goldin, mortgage loan branch of- 
fice accounts, Prudential; discussion, R. 
M. Green, vice-president Prudential. 

“The Publie Relations Aspect of In- 
vestment Activities,’ H. W. Foskett, as- 
sistant vice-president Equitable Life of 
Iowa. 


MAY 2. MORNING SESSION 


“Life Company Investment Situation 
in Canada,” R. H. Reid, executive assist- 
ant, London Life. 

“Home Office Control of Branch Loan 
Offices and Correspondents,” Karl Maier, 
Jr, superintendent of residence loans, 
Northwestern Mutual Life. 

“Appraisals and Depreciation of Urban 
Properties and Equipment,” O. P. Schel- 
ler, assistant secretary Connecticut Gen- 
eral Life, 


AFTERNOON SESSION 


“Federal Housing Administration 
Loans for Life Companies,” E. S. Brig- 
ham, president National Life of Vermont. 

“A Symposium of Company Practices 
re, Handling F. H. A. and other Types of 
Amortized Mortgage Loans,” E. H. Camp, 
Jr., treasurer Liberty National Life; Carl 
DeBuck, comptroller Union Central Life; 
C. C. Van Patten, treasurer Security Mu- 
tual Life, N. Y¥.; H. F. Chadeayne, 2nd 
Vice-president General American Life; M. 
D. Johnson, general auditor Lincoln Na- 
tional Life. 


Bankers Told Advantages 
of Insured Pension Plans 


i IADISON, WIS.—The relative vir- 
tues of self-administered and insured 
Pension pans were discussed by H. R. 
suckman, Old Line Life of America, 
Milwaukee, under the subject “Pension 


1. ° . » 

Aral or Bankers” before the annual 
Viscor isin Conference of Banking at 
the University of Wisconsin. The con- 


ference was sponsored by the Wiscon- 
sin _ Bankers Association, the State 
Banking Commission and the school of 
commerce at the university. 


Poit nting out that the self-adminis- 


tered 1 ension plan has not proved suc- 
cessful because of high cost of admin- 
stration Mr. Buckman also added as 
reasons the inability to secure the best 





investments in competition with large 
investment enterprises and failure to 
vest in the employe an interest in the 
plan, which caused him to lack confi- 
dence in the ultimate results. 

He divided insured plans into group 
annuities and pension trusts. Under 
the group annuity contributions usually 
are made equally by employer and em- 
ploye, with the annuity benefit predi- 
cated on the premium. Because group 
annuities are usually available only for 
groups of 50 or more, they are not ap- 
plicable to most banks and he said the 
pension trust would, therefore, appear 
to be generally the solution to supple- 
ment the benefits provided by social 
security. 

He discussed income tax advantages 
of the pension trust plan, provisions for 
eligibility and the possibility of the use 
of life insurance to provide death bene- 
fits not available under the group an- 
nuity plan. 


Celebrate Hammond Anniversary 
LOS ANGELES—Members of the W. 
M. Hammond agency of the Aetna Life, 
celebrating Mr. Hammond’s 16th anni- 
versary as general agent, presented him 


180 life applications for $850,000, 96 
group applications and 17 accident and 
health “apps.” 


Indiana Managers 
“All Out” for Rogers 





At a meeting of the General Agents 
& Managers Association of 
olis the members 
pledged enthusias- 


Indianap- 


tic support of the 
movement now 
under way for the 


election of Homer 
L. Rogers, Indiana 
manager of Equit- 
able Society, as a 
trustee of the Na- 
tional Association 
of Life Underwrit- 
ers. Those who 
attended the Wich- 
ita meeting re- 
ported that much 
interest was shown 
in the candidacy of Mr. Rogers. He 
has been for many years a diligent as- 
sociation worker and has been president 
of the Indianapolis association and is 
now president of the Indiana State As- 
sociation of Life Underwriters. 





Homer L. Rogers 


Just the thing to convince hard boiled 
prospects—“24 Men in 24 Years.” 8 book- 
lets $1 from National Underwriter. 


Post- eels Schools in 
Senior Agents Are Scheduled 
DES MOINES—The Bankers Life 


of Iowa is holding a series of eight 
“post graduate” schools for senior 
agents. The first at Mason City, Ia., 
was attended by 35 agents from Iowa 
and Minnesota. Similar schools will be 
held during April and May in Dallas, 
San Francisco, Seattle, Omaha, Chi- 
cago, Columbus and Philadelphia. 

The senior school is modeled along 
the same lines as the Bankers Life’s 
successful training schools for new 
salesmen. 

of ae iE Tomlinson, assistant superin- 
tendent of agencies, who heads the 

sales training department, and Roy A. 
Frow ick, his assistant, is conducting the 
sessions which last a week. Vice- 
president W. W. Jaeger is planning to 
spend at least one day at each of the 
schools and will appear on the curricu- 
lum. 

Approximately 250 
the eight schools. 


agents will attend 


Howard E. Reed, Fidelity Assurance, 
Wheeling, W. Va.. will discuss “Head- 
line Readers” at the annual banquet of 
the Sharon, Pa., chapter of the Ameri- 
can Institute of Banking. 





surance. 





My Production 
Entitles Me 

To Free Group 
Insurance Too 


“Yes sir, Tom, over and above my 
regular earnings on my business— 
my company provides free Group in- 
Of course I must meet cer- 


tain requirements for the year, but 
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Inflation No Excuse 
for Not Buying 


Benner Article in “Forbes’ 
Stresses Policy Dollar 
Not at Disadvantage 


There is no validity to the argument 
that additional insurance should not be 
purchased because of fear of inflation if 
a man is buying insurance for its pri- 
mary purpose, that is, protection, C. L. 
Benner, vice-president Continental 
American Life, points out in the April 1 
issue of “Forbes.” 

Even if the value of the dollar should 
be diminished there would be no argu- 
ment against buying additional insur- 
ance because failure to do so simply 
means a father is permitting his family 
to go unprotected while he is waiting 
for inflation to run its course. Premiums 
paid in current dollars give protection 
in dollars of the same value as those 
used in paying the premiums. The only 
lag is the change in the value the dollar 
may undergo from the time the pre- 
mium is paid until the expiration of the 
period of coverage paid for by the pre- 
mium. 


Little Chance to Lose Value 


If a man buys a 10 year term policy 
and pays a premium on a quarterly ba- 
sis he gets protection in dollars having 
approximately the same value as the 
dollars he pays into the company. 
Should inflation continue throughout the 
period of the 10 years, each time he paid 
his quarterly premium he would pay 
that premium in dollars having the same 
value as the protection which he buys, 
there being a period of only three 
months in which the dollar could de- 
crease in value from what it possessed 
when he paid his premium. 

Considering the argument for taking 
the cash values on old policies in order 
to invest these funds in other funds bet- 
ter adapted than life insurance to with- 
stand the effects of inflation, Mr. Ben- 
ner said consideration must be given to 
other investment opportunities offered. 
Bonds being obligations payable in a 
fixed number of dollars offer in general 
no advantages as investments not pre- 
sented by life insurance. If economic 
conditions become so bad that inflation 
is resorted to, government regulation 
and control probably would limit the 
dividends on stocks. 


Real Estate Scarcely Answer 


This leaves real estate as the only 
other type of investment offered. While 
it is true that an investment in real es- 
tate is probably the best type of invest- 
ment to withstand the evil effects of 
uncontrolled inflation, if one already 
owns his own home experience shows 
that difficulty in managing additional 
real estate, together with its frozen na- 
ture, makes such investments as a class 
rather unprofitable for the average indi- 
vidual. In case of inflation it is prob- 
able that rent laws will be put in force 
limiting income from real estate, while 
taxes will increase. 

In the same issue of “Forbes,” Wil- 
liam Brooks, managing editor, analyzes 
the results of the Securities & Exchange 
Commission-Temporary National Eco- 
nomic Committee study. He notes that 
due to the lack of agreement by the in- 
vestigators, the whole thing is so blur- 
red and criss-crossed by different view- 
points that future developments are 
unpredictable. In view of the remark- 
able depression record of life insurance 
there is little likelihood that a follow- 
ing will be found in any way interested 
in tinkering with investment safety, 
such as investment in common stocks. 

Mr. Brooks criticised the failure of 
the board to include material presented 
by the briefs from 177 life companies. 
The TNEC report failed to give credit 
to or recognize the efforts of the insur- 








“Since Christy realized the selling power of a human interest story, he spares no 
effort toward perfection of its presentation.” 








ance business itself to overcome abuses 
and practices which long have been 
branded by its own people as undesir- 
able. 

“No life insurance executive has ever 
claimed that life insurance was perfect 
and that human frailty of men engaged 
in that business was any less prevalent 
than any other endeavor. Instead they 
have sought to find corrective means 
and probably have been working harder 
at it in recent years than ever before,” 
Mr. Brooks declared. 

Other articles by L. A. Lincoln, pres- 
ident Metropolitan Life; F. D. Kineke, 
actuary Prudential, and A. W. Atwood, 
business writer, cover life insurance in 
the same issue. 


—— et 


Estate Planning Dramatized 


A three-act dramatization depicting 
the right and wrong ways of going about 
estate planning was presented at a din- 
ner meeting of the Pittsburgh Life 
Insurance & Trust Council. 

Hugh Kemp, manager Connecticut 
General, was narrator; Erroll Ripley, 
Northwestern Mutual, played the part 
of the agent; Harold S. Brownlee, gen- 
eral agent Equitable of Iowa, the pros- 
pect, and F. Weatherly, Fidelity- 
Philadelphia Trust Company, Philadel- 
phia, the trust officer. 

The meeting was attended by 202 life 
insurance men and 85 trust men. John 
Kinneman, vice-president of Peoples- 
Pittsburgh Trust Company, chairman of 
the council, presided. R. Koehler, 
Jr., Mutual Benefit Life, was in charge 
of the program. 


—_———- 


Commissoner Can't Name Aides 


ST. PAUL—Intimations that there 
might be some modification of the state 
civil service act so as to give the insur- 
ance commissioner authority to select 
at least one confidential assistant were 
made when Newell R. Johnson came 
up for confirmation before the senate 
insurance committee. Commissioner 
Johnson, questioned by some of the 
senators as to his appointive rights in 
his own department, said that he can- 
not even appoint his own chief deputy 
or a confidential stenographer. Some sen- 
ators expressed surprise that such was 
the case. The committee voted unauni- 
mously to recommend his confirmation. 


Travelers “Protection” Oldest 
House Magazine in N. Amer. 


Members of the Life Advertisers As- 
sociation have been watching an argu- 
ment in the publication, “Direct Ad- 
vertising” on the question of which is 
the oldest house magazine in North 
America. Out of the 18 oldest c-~- 
pany publications listed so far, seven 
are life insurance house magazines. 

“Direct Advertising” has come to the 
conclusion that the oldest of them all is 
Travelers ‘Protection,’ first issued in 
March, 1865, as the Travelers “Record,” 
published since 1918 as two weekly 
magazines, the “Record” and the “Pro- 
tection,’ known since 1930 as ‘“Protec- 
tion.” Its only interruption in regu- 
lar issuance was in April, 1936, when 
the great flood submerged the printing 
plant. 


Other “Oldsters” Listed 


The second oldest is the “Locomo- 
tive” of Hartford Steam Boiler, started 
in November of 1867. 

The sixth is Imperial Life “Agents 
News,” by Imperial Life- of Canada, 
first dated 1900. 

The Phoenix Mutual “Field,” by 
Phoenix Mutual Life, was started in 
1901. Either it is seventh, or else the 
Colonial Life’s “Colonial News” is. 

Eleventh is Franklin “Field,” 1902, 
by Franklin Life. 

Twelfth is the “Pelican” of Mutual 
Benefit Life, 1903. 

The “Marylander,” Maryland Cas- 
ualty’s monthly, com-- in 13th, with a 
1903 birth. 

Equitable “Agency Items,” Equitable 
Society’s weekly, is 17th, born October, 
1907. 


Boston Trust Seminar April 17 


The annual seminar of the Boston 
Life Insurance & Trust Council will be 
held the afternoon of April 17. J. D. 
Wright, tax consultant of Baltimore, 
will discuss new income, gift and estate 
taxes and how they will affect trusts, 
life insurance and estates. R. : 
Booth, chairman American Bankers As- 
sociation committee on relations with 
life underwriters, will report on the 
trust council movement throughout the 
country. 


—!_ 


Pension Trusts Are 
Subject in Chicago 


Employers are keenly interested jp 
the federal tax savings made possible 
by instituting pension trusts, declared 
speakers in a symposium on the syp. 
ject this week at_a luncheon meeting 
of the Chicago C.L.U. chapter. Ye 
the benefits to be given employes are 
of equal importance. Neither shoul 
be overemphasized by life men in plac. 
ing these cases. 

K. Clark, attorney who has 
worked on many of these cases gaye 
sound advice. Preparing pension trus 
setups is a mutual function between jp. 
surance man and lawyer, he said. The 
life company should be tendered a copy 
of the trust agreement as soon as pos- 
sible for its approval, and before the 
policies are written. Much trouble may 
be ahead if the trust agreement is ig. 
nored in writing the policies. Some 
companies insist upon vesting incidents 
of ownership in the insurance in a 
single entity or individual, and not per. 
mitting a split between the individuals 
and trustees. Company practices in 
this respect should be known before 
the arrangement is set up. 


Urges Duplicate Policies 


It is desirable to have duplicate poli- 
cies issued, he said, to be given the par- 
ticipating employes, but the originals 
should remain with the trustee. Finally, 
a lawyer should prepare the tax infor- 
mation to be filed with the government. 

Mr. Clark told of the approximately 
15 types of arangements available, in- 
cluding a pure pension effected through 
group annuity or pension trust, pure 
profit sharing, combination plan, with 
some of the fund apportioned to buy 
pensions, invested, etc.; combination 
profit sharing and pension plan, com- 
bination pension and group annuity, 
combination profit sharing trust and 
group annuity, bonus trust, set up fora 
small management group, stock pur- 
chase plan, either contributory or non- 
contributory; salary stabilization trust, 
salary savings, and welfare fund. 

George H. Gruendel, supervisor Ver- 
million agency Mutual Life of New 
York, discussed pensions trusts as “em- 
plovye incentive programs,” which, he 
said, achieve and maintain cordial re- 
lationship between employer and en- 
ployes. This modern plan has proved 
its effectiveness in increasing efficiency, 


improving loyalty and __ eliminating 
strikes. 
Gives Figures on Results 

He said a recent survey showed 
among 320 companies which do not 


have employe incentive plans, nearly 24 
percent reported strikes and labor dis- 
orders. However, among 312 other 
companies having some sort of program 
in force, only 9.9 percent reported 
strikes and disorders, and 65 companies 
with programs involving direct proht 
sharing on a percentage basis reported 
no strikes. 

Harry Schultz, Vermillion agency, 
told of a pension trust case which he 
handled. He commented that tax sav- 
ing was not always sufficient incentive 
to move employers to action on pensio! 
trust proposals. He urged use of an 
attorney familiar with pension trusts 
and life insurance, if possible securing 
his appointment as counsel for the em- 
ployer, or at least as adviser to coum 
sel. If that is not possible, he said. Y 
may pay the life agent in some cases 
to employ the attorney. : 

J. D. Moynahan, Metropolitan, C.L.U. 
chairman, presided. 


Indianapolis Life Men in Texas 
Edward B. Raub, president of Indian 
apolis Life, and Albert H. Kahler, set: 
ond vice-president and superintendent 0! 
agencies, returned to the home omice 
this week from a visit to agencies 
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McKeough for Next 
lllinois President 


Alan E. McKeough, Chicago branch 
manager Occidental Life of California, 
is scheduled to be 
elected president 
of the Illinois As- 
sociation of Life 
Underwriters at the 
annual meeting in 
Chicago April 18. 
He is slated to suc- 
ceed F. P. Beiriger, 
Rockford, who will 
sagged - pe ag 9 
Mr. McKeough 1s ' 
nites first vice- F+ P- a ; 
president, and is past president Chi- 
cago Association of Life Underwriters. 

A full business program, separate 





meeting of the general agents and man- 


ALAN E. McKEOUGH 


agers section, fellowship hour and din- 
ner, are scheduled on the program. 

The next day will be held the annual 
sales congress in conjunction with the 
Chicago association. There is a pro- 
gram of talks by leading life men, in- 
cluding Harry T. Wright, Chicago, Na- 
tional association president; J. A. With- 
erspoon, Nashville, National first vice- 
president; Claris Adams, president Ohio 
State Life, and Dewey R. Mason, Syra- 
cuse, Aetna Life. Speakers at the 
general agents and managers meeting 
will include Ralph W. Hoyer, John 
Hancock, Columbus, O.; Frank Mc- 
Nally, Massachusetts Mutual, Minne- 
apolis, and E. B. Thurman, New Eng- 
land Mutual, Chicago. 


Sales Congress Novelty 


A feature of the sales congress will 
be five five-minute sales talks by Chi- 
cago agents who won in a contest in 
which recordings were made in the 
Chicago association office. These are: 
Rose B. Fuller, Hughes agency Massa- 
chusetts Mutual, on “Are You a Real- 
ist’; C. L. Thayer, Hobbs agency Equi- 
table Society, on “Key Man Insurance 
in 1941”; Abe M. Bloom, Sax branch 
Metropolitan Life, on “My Pre-Ap- 
Proach”; John Bowman, Broaddus 
agency Guardian Life, on “My Pro- 
gramming Approach,” and Don Nash, 
Brennan agency Fidelity Mutual, on 
It's Easy to Raise Your Sights.” 





Payments Are Higher This Year 


The Institute of Life Insurance an- 
nounces that the first two months this 
year payments to policyholders and 
eneficiaries amounted to $455,527,000, 
_ is at the rate of $7,721,000 per 
— Or 5.8 percent greater than the daily 
ate during 1940. Death benefits 
amounted to $173,052,000: matured en- 


dowments $48,299,000; annuity pay- 
— $27,223,000; disability payments 


0,000; surrender values $97,650,000 
and dividends $91,843,000. 





Dr. Biggs Heads Middle 
Atlantic Medical Directors 


Dr. J. Rozier Biggs, who acts as medi- 
cal director for a number of companies 
of Washington, D. C., was elected presi- 
dent of the Middle Atlantic Medical Di- 
rectors Club at the annual meeting. He 
is vice-president and medical director of 
American Standard Life, Continental 
oe and of Peoples Life of Washington, 


Vice-president is Dr. J. M. H. Roland, 
medical director of Baltimore Life and 
Dr. M. T. Boss, medical director of 
Home Friendly, was elected secretary. 

New members of the board are Dr. 

. §S. Garner, medical director of 
‘Shenandoah Life, and Dr. W. A. Price, 
ne deem medical director of Acacia Mu- 
tual. 

Brig. General Frank T. Hines, admin- 
istrator of veterans’ affairs, was a guest. 





Appeals Decision on Renewals 


NEW YORK—tThe appellate term of 
the New York supreme court has up- 
held the municipal court’s verdict in 
favor of Leo J. Ryan and Stanley Ries, 
formerly connected with Phoenix Mu- 
tual Life at Albany, to prevent the com- 
pany from deducting collection fees from 
their renewal commissions. The agents’ 
contracts, after listing several causes of 
termination which would involve no pen- 
alty, state that “in the event of such 
termination for any other cause a col- 
lection fee of 2 percent of such premiums 
will be deducted from commissions pay- 
able at the rate of 7 percent and of 1 
percent of such premiums from all other 
renewal commissions. . .” 

Phoenix Mutual interpreted the word 
“cause” broadly, in the sense that for 
every result there must be a cause and 
since the contract was terminated there 
was not need to prove that there had 
been a cause. The two agents con- 
tended for a restricted definition, holding 
that there had to be a “cause” in the 
sense of provably reasonable grounds for 
the termination. The company also in- 
troduced evidence to the effect that it 
had terminated the contracts because 
Messrs. Ryan and Reis, though good 
producers, were constantly indulging in 
unjustified and sarcastic criticism of the 
Albany agency in a manner tending to 
impair the morale of the office. 

The municipal court judge decided 
that the word “cause” meant reasonable 
grounds and a jury held that the com- 
pany had failed to show such grounds. 
The company plans to appeal. 





Group Cuts Individual Sales 


The great activity in the writing of 
group insurance at the present time and 
the wide range of coverage now of- 
fered under group policies present 
rather a serious problem to agents who 
are trying to write individual policies of 
either life or accident and health insur- 
ance. This is particularly true in com- 
munities which are dominated by a 
single industry. such as some of the 
steel towns in the vicinity of Gary. Ind., 
or in some sections of western Penn- 
sylvania. 

If the dominant industry has a group 
contract, it is possible to provide life, 
accident and health and hospitalization 
coverage, not onlv for all the employes, 
but also for their wives and children. 
all in one package. In communities of 
that type, this means that there is very 
little opportunity left for individual so- 
licitation. 





Managers Lead as Big Buyers 


Managers led all other ocupational 
classifications during the first quarter 
in number of big policies and volume, 
according to Lincoln National Life’s 
quarterlv survey of buyers of $10,000 or 
more. Professional men were second. 

The leading classifications listed ac- 
cording to policies and volume were: 
Managers, professional men, individual 
proprietors, salesmen, skilled workers, 
farmers, clerks, students, housewives, 
unskilled workers, and teachers. 





QUIZ AD 
No. 7 





QUERY: What life insur- 
ance company is developing 
a pioneer experience in 
Family Group coverage? 


COMMENT: Continental 
Assurance is writing all eli- 
gible members of a family 
...single contract...single 
premium payment...com- 
plete protection including 
waiver of premium if the 


father should die. 
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EW legal reserve life insurance 
business written and paid for in 
Illinois last year totaled $1,136,- 
880,778 in the old line companies, it 1s 
shown in a tabulation presented below 
which was prepared especially for this 
magazine from figures in annual state- 
ments filed with the Illinois insurance 
department. The total insurance in 
force in these reporting companies on 
Dec. 31, 1940, was $8,922,734,504. 
Domestic companies reported $114,- 
409,062 new business and total in force 
$599,274,523; companies of other states 
had $991,771,498 new business and total 
in force $8,115,662,922; foreign compa- 
nies had $30,700,218 new business and 
total in force $207,797,059. 


Ordinary Now Over $6,000,000,000 


The ordinary new business last year 
ageregated $585,172,589, of which do- 
mestic companies wrote $59,469,789, 
companies of other states $511,963,108, 
and foreign companies $13,739,692. The 
ordinary “in force” figure was $6,054,- 
311,427, made up of: Domestic $514,- 
194,072, other state $5,403,559,254, and 
foreign $136,558,101. ; 

Industrial insurance written in Illi- 
nois last year totaled $211,002,692, and 
the total in force was $1,500,174,738. 
New industrial business was distrib- 
uted: Domestic companies $34,186,723 
and companies of other states $176,815,- 
969. Domestic companies had $33,621,- 
151 industrial business in force and 
companies of other states had $1,466,- 
553,587 in the state. 

New group insurance writings in Illi- 
nois last year totaled $340,704,497, do- 
mestic companies having $20,751,550, 
companies of other states $302,992,421, 
and foreign companies $16,960,526. 
Their figures for group insurance in 
force in Illinois were: Domestic com- 
panies $51,459,300, companies of other 
states $1,245,550,081, and foreign com- 
panies $71,238,958. 

The figures by companies (O desig- 
nating ordinary, I being industrial and 
G standing for group) are: 


Illinois Companies 


New Insurance 
Name Business in Force 
Columbus Mut..... O. 419,084 10,353,826 
Connecticut Genl...O. 5,068,625 48,890,738 
G. 5,524,167 24,780,213 
Connecticut Mut...O. 8,980,555 81,904,844 
Conservative Life..O. 763,412 2,792,460 
Credit Life, O..... Oo. 210,246 125,078 
Equitable Society..O. 29,308,838 403,866,182 
G. 45,137,009 185,938,369 
Equitable Life, Ia..O. 5,320,853 70,932,441 
Eureka-Maryland...O. 32,000 362,759 
Expressm. Mut.....0O. 177,766 3,089,985 
Fed. Life & Cas....0O. 5,500 5,500 
Fidelity Mut....... Oo. 768,274 13,835,107 
General Amer..... oO. 588,265 23,823,792 
G. 3,430,736 16,677,629 
Givard. LAte. 36.0300. oO. 67,326 1,644,164 
Great Northern....O. 222,839 3,027,476 
Guarantee Mutual..O. » 265,667 10,839,766 
Guardian Life..... O. 2,384,300 21,991,715 
i eens 61 
Home Life, N. Y..O. 3,573,683 26,191,171 
Indianapolis Life..O. 1,945,300 24,884,627 
John Hancock Mut.O. 21,368,224 156,663,121 
G. 21,143,841 83,079,451 
I. 15,177,888 94,366,414 
Kansas City Life..O. 1,980,730 14,109,894 
Lafayette Life..... oO. 259,182 1,162,625 
Life of Virginia...O. 1,562,648 1,532,346 
i pate isiows 70,934 
Lincoln National...O. 12,214,558 78,582,361 
G. 342,176 4,103,802 
Loyal Protective...G.$ 79,041 $ 168,653 
Lutheran Mutual..O. 1,387,978 7,508,524 
Manhattan Life....O. 637,919 1,772,453 
Mass. Mutual...... O. 15,215,382 176,593,784 
Mass. Protective...O. 306,192 2,203,194 
Metropolitan Life..O. 85,164,441 1,044,497,539 
y. 75,993,950 322,048,727 
I. 62,737,962 631,560,127 
Midland Mut. Life.O 702,337 4,275,094 
Midwest Life....... oO 38,500 275,261 
Minnesota Mut....O. 2,698,446 14,792,367 
G. 173,500 759,500 
Missouri, St. Louis.O. 618,173 557,281 
I. 1,481,467 1,951,336 
Monarch Life...... oO. 188,600 1,232,907 
Monumental Life..O. 2,962,000 9,054,270 
I. 5,443,090 27,782,465 
Mutual Benefit..... O. 13,556,231 154,586,786 
Mutual, N.. T...0s< O. 17,887,597 350,505,775 
Natl. Life & Acci..O. 4,079,460 11,130,306 
G. 427,020 761,667 
I. 7,290,724 23,604,193 
National Life, Ia...O. 574,000 5,024,213 
National Life, Vt..O. 2,080,332 33,669,356 
New England Mut..O. 12,661,500 146,154,835 
New York Life....O. 37,590,442 658,159,971 
No. Amer. Reas...O. 632,500 5,847,800 
Northwestern Mut.O. 20,172,814 410,169,368 
Northwestern Nat.O. 5,548,991 32,345,080 
G. 1,219,500 2,969,500 
Occidental L., Cal..G. 3,458,891 14,906,641 
G. 229,747 9,612,295 
Ohio Natl. Life....O. 2,295,624 9,199,660 
Ohio State Life....0O. 568,310 4,224,080 
Old Line L., Wis...O. 755,120 5,670,586 
Pacific Mut. Life..O. 2,295,697 29,115,954 
Pan-American L...O. 394,836 5,186,197 
t. 27,000 228,000 
Paul Revere Life..O. 645,978 2,185,083 
Penn Mut. Life....O. 15,025,573 180,576,411 
Peoples Life, Md..O. 656,597 4,260,561 
; G. 2,500 84,000 
Philadelphia Life..O. 572,250 1,973,181 
Phoenix Mut....... O. 3,980,179 47,594,436 
Prov. Life & Acci.O. 149,750 737,184 
; G. 691,500 2,303,000 
Provident Mut..... O. 5,729,480 51,835,821 
Prudential -..O. 88,067,532 787,913,426 
G. 26,526,027 116,542,606 
; I. 60,545,379 593,551,761 
Reliance Life...... O. 2,260,037 19,107,114 
St. Louis Mut....., O. 156,035 1,247,826 
Secur. Mut., N. ¥..0. 336/570 3,641,691 
State Life, Md....0. 174,834 8,188,524 
State Mutual....., O. 3,865,245 48,390,591 
Sun Life, Md...... Oo 821,150 1,331,540 
I. 3,819,768 5,024,476 
TVAVCIONE: 60sec O. 15,705,708 220,293,461 
a G. 48,877,623 228,825, 
Union Central...... O. 5,860,394 74,339 3 
Union Labor Life..O, 16,914 518,987 
G. 209,000 ,975, 
Union Mut. Life...0. 263/594 Seite 
United Ben. Life...O. 3,367,845 10,661,259 
U, ne oa, 112,836 1,607,649 
Western & Southn.O, 8,016,246 47,680,120 
5 é nn poe 713,656 
- 18,684,163 2 
Wisconsin Natl. ..0. 731,732 wee} 
Foreign Companies 
ie New Insurance 
_Name Business in Force 
Canada Life....... O.$ 813,945 17,274,016 
p : G. 221,100 2,373,300 
Great-West Life...O. 4,472,627 25,027,395 
G. 3,438,555 20,408,040 
Manufactur, Life..O. 2,202,503 17,539,650 
Sun Life, Canada..O. 6,250,617 76,717,040 
G. 13,300,871 48,457,618 





Fischer Talks 


at Agency Meets 


C. O. Fischer, vice-president Massa- 





New Insurance 
Name Business in Force 

Alliance Life ...... O.$ 2,784,060 $ 48,741,755 
G. 108,650 1,349,550 

Amal. is. @ Hi...» oO. 2,500 2,000 
G. 5,896,750 5,559,250 

Central Life, Ill...O. 2,086,919 23,291,133 
Continental Assur..O. 5,632,498 49,319,931 
G. 10,557,969 33,306,429 

Country Life....... O. 21,610,713 153,056,605 
G. 467,250 453,500 

Federal Life....... O. 2,214,772 28,744,835 
G. 637,500 2,098,000 

A, |. Sebo om 3,552 

Franklin Life .....0. 4,803,527 44,528,240 
GIDDS TNEO) 66650505 O. 2,199,334 19,507,458 
a 21,821 3,368,403 

Illinois Bankers....O. 4,990,031 60,200,408 
Mut. Trust Life...O. 3,121,513 36,844,742 
No. Amer. Life....O. 3,140,031 13,204,637 
Old Repub. Credit..O. 224,071 1,555,098 
rrr 103,000 

Reliance Mut.......O. 506,361 3,280,522 
G 60,500 461,500 

a 171,452 162,666 

Rockford Life..... O. 3,020,326 11,847,104 
I, 3,604 5,866,903 

State Farm Life...O. 1,176,720 8,437,692 
G 85,417 518,717 

Supreme Liberty...0O. 625,244 2,463,125 
G 100,000 206,500 

I. 23,685,590 11,667,526 

United, Chicago....O. 65,500 800,573 
Bs 0 Sense 20,468 

T. 3,395,630 4,416,826 

Victory Mutual....0. 108,700 1,010,765 
i. Sa eee e 1,431 

Washington Natl...O. 1,156,969 7,357,449 
G. 2,838,514 7,382,386 

I. 6,908,626 8,133,844 

Other State Companies 
New Insurance 
Name Business in Force 

Acacia Mutual --O.$ 2,502,785 $ 33,585,812 
Aetne Tabs... 6.005% O. 9,526,858 114,983,847 
G. 68,029,284 207,649,462 

American Mutual..O. 646,182 4,930,496 
American Natl..... O. 1,240,616° 7,541,359 
I. 6,635,528 19,230,008 

American Stand....O. 78,837 833,564 
G. 1,519,950 19,514,826 

American United...O. 2,155,789 13,849,415 
Bankers Life, Ia...O. 5,518,194 79,235,045 
Bankers Life, Nev.O. 244,485 5,364,977 
Berkshire Life..... oO. 972,746 17,418,606 
Bus. Men’s Assur..O. 975,873 5,725,385 
Central Life, Ia....O. 991,572 11,284,602 
Columb, Nat....... O. 1,825,195 13,966,632 
is |< ubet ger 12,493 


chusetts Mutual Life, addressed the 
Oklahoma City agency at its quarterly 
meeting. He pointed to the opportuni- 
ties: for agents who adjust themselves 
to the present economic conditions and 
go after business. J. Hawley Wilson, 
general agent, presided. 

Mr. Fischer also spoke at a meeting 
of the Morris D. McCready general 
agency in Wichita. 


R. M. Malpas Disposes of 
People’s Life Holdings 


R. M. Malpas has sold his stock in- 
terest in People’s Life of Frankfort, 
Ind., and is no longer a vice-president 
of that company. He will continue to 
handle some special assignments for 
the company, however. He has sold 
his home near Lebanon, Ind., and he 
and Mrs. Malpas expect to spend most 
of their time in California. 





Fourth Generation Agency 


William Morris Furey, II, who is 
planning to work in his father’s general 
agency of Berkshire Life in Pittsburgh 
this summer, is the fourth generation 
of the Furey family to be connected 
with Berkshire Life in Pittsburgh. This 
may very well set a record of its kind. 
Berkshire Life started operations in 
Pittsburgh more than 75 years ago 
under George W. English, general 
agent. In 1886, a nephew, William M. 
Furey, entered the business and later 
was taken into partnership, the agency 
being known as English & Furey. Later 
it became the William M. Furey agency. 
Then Mr. Furey’s son, W. Rankin 
Furey, was taken into the partnership 
and the firm became W. M. Furey & 
Son. Upon the death of W. M. Furey, 
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North, South, East, West 
Are Represented on Coast 


On the Pacific Coast the major 
points of the compass are repre. 
sented in the life insurance busi- 
ness. A check revealed that in 
San Francisco there is a North, 
East and West while South is 
north in Spokane, Wash. 

North is represented by Henry 
E. North, vice-president Metro- 
politan Life; south by Fremont 
L. South, manager Sun Life at 
Spokane; east by Fred East, edi- 
tor of publications West Coast 
Life, and west by Fred West of 
the group department of Aetna 
Life in San Francisco. 











who served Berkshire Life continuously 
for more than 50 years, W. Rankin 
Furey became general agent. 


There was an increase of 2,700,000 
persons under the social security act 
during the last three months of 1940 
compared to the similar period the pre- 
vious year bringing the total to 31,017, 
000, the federal security administrator 
reports. 
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SELL More 


Logical, isn't it? To sell more, have more to offer, and 
reach more at the very source of their income. In over 
500 firms, The Minnesota Mutual's attractive Pay-Roll De- 
duction Plan is providing all types of insurance, including 
complete family protection, for all employees. It is a con- 
venient workable program involving practically no expense 


Check these additional selling advantages now being en- 


A liberal agency contract 

A plan for financing your agency 
Accounting methods to guide you 
Proven plans for finding—training agents 
A liberal financing plan for your agents 
A unique supervisory system 

Organized Selling Plan 

Unusually effective selling equipment 


Policies for every purpose: Regular — Family - 
Juvenile—Women—Group—Payroll-Savings, etc. 


Low monthly premiums 


A $240,000,000 Mutual Company, 61 years old, with an 
understanding, cooperative Home Office 


THE{MINNESOTA MUTUAL 
NSURANCE COMPANY 


Saint Paul, Minnesota 


More.... 
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LEGISLATION 


Independent California 
Department Bill Expected 
to Pass; Increases Salary 


SAN FRANCISCO—It is expected 
that the bill before the California legis- 
lature providing for an increase in the 
salary of the insurance commissioner 
from $6,000 to $10,000 will be passed 
and signed by the governor. 

The present division of insurance, 
now a part of the state department of 
investment, will become a_ separate 
department if the bill passes. The meas- 
ure provides that no person can be 
named insurance commissioner, a deputy 
or employe of the department, if con- 
nected in any way with the insurance 
business, except as a policyholder. 

Although some opposition to the 
measure has developed, the fact that all 
of the agents’ and brokers’ organizations 
in the state have filed a petition with 
the legislature as to why they are sup- 
porting the bill is expected to carry it 
through successfully. 








Unclaimed Funds, Group 
and Housing Bills Heard 


BOSTON—A hearing was held by 
the Massachusetts legislature’s insur- 
ance committee on Commissioner Har- 
rington’s bill to have unclaimed funds 
of life companies turned into the state 
treasury, after seven years. 

Counsel Barker of the New England 

Mutual Life stated his company had 
less than $5,000 unclaimed in Massa- 
chusetts and only some $50,000 for the 
entire country. Counsel Nash of the 
Columbian National reported only 
$1,000 unclaimed on lives of Massachu- 
setts’ citizens and $3,327 altogether. The 
John Hancock had only $3,000 un- 
claimed for Massachusetts and $30,000 
altogether. 
_ The insurance committee held a hear- 
ing on Commissioner Harrington’s bill 
which provides that upon termination of 
employment, an employe shall continue 
to be insured under group insurance for 
32 days and shall be entitled to secure 
new individual policy without evidence 
of insurability in the form and amount 
of the group policy at his then attained 
age. He must have been insured under 
the group policy for at least five years. 
There was no opposition. 


Housing Bill Heard 


A bill which would empower life 
companies to purchase and improve real 
estate, and construct low cost rental 
housing, was heard. 

Commissioner Harrington opposed 
the bill on the grounds it was not the 
time to encourage life companies in real 
estate investments. He declared 12 
companies in Massachusetts held $182,- 
900,000 in real estate taken back by 
loreclosure at the present time, and 80 
Dercent of it had been held for more 
than the five years permitted, and the 
commissioner had been compelled to 
extend the time for disposal. 

A bill to permit payroll deduction of 
Premiums for group insurance for state 
employes was discussed. Several com- 
Panies are willing to write group for the 
States workers, on a five-year basis, it 
Was stated, but do not care to do so 
unless the premiums could be deducted 
vy the state treasurer from payrolls. 
There was no opposition to a bill 
— —— permit the licensing of 
rik sa agents of life companies. 
ba gyno Harrington favored the 
mie Fa usiness was cleared through 
a so that taxes may be 
. Fortified with figures and arguments 
—_ recent TNEC report, Boston’s 79 
i Pt sen John F. Fitzgerald, 
stag gr sr sh the insurance commit- 
dh 2 ee nett legislature in 
on © oe bill calling for an inves- 

Sation of life insurance in Massa- 


wh 


chusetts. Counsel for life companies 
opposed the measure. 

Iowa—Both houses have passed the 
bill requiring foreign assessment life 
associations to pay the premium tax 
levied on all other life companies. 

The house approved a bill granting 
the Iowa commissioner right to place 
retaliatory penalties on foreign compa- 
nies. 

A bill intended to preserve Iowa title 
to deposits of securities by domestic life 
companies reinsured by foreign com- 
panies was approved by the senate and 
sent to the house. The bill is an after- 
math of the court fight to determine 
jurisdiction over $3,600,000 securities on 
deposit by the former American Life of 
Des Moines which was reinsured by the 
American Life of Detroit. The Iowa 
commissioner would be designated as 
liquidating agent to administer the se- 
curities. 

Wisconsin—Extension of the Wiscon- 
sin farm mortgage moratorium period 
for another two years has been voted 
by both houses. The 40-acre limitation 
is removed and provisions are restricted 
to homesteads occupied by the owner. 
It also applies only to mortgages made 
prior to 1933 instead of 1935 as for- 
merly. 


Nebraska—Governor Griswold has 
signed the bill limiting burial associa- 
tions to $500 policies, with authority to 
issue up to $1,000, if the excess is rein- 
sured or the association has $5,000 of 
reserves. The law also requires them in 
the future to have the same reserves as 
required of life companies. 

The insurance committee has killed 
the 2 percent American experience table 
valuation bill. 


Colorado—Several measures were 
passed regulating mutual benefit asso- 
ciations. One transferred supervision 
from the state building and loan com- 
missioner to the insurance commissioner, 
another requires the annual publication 
of reports. 

A bill was passed permitting domestic 
companies to invest in building and loan 
securities to the amount of $5,000. 


"CALLED TO SERVICE 


E. C. Danford, Columbus, O., agency 
organizer of Mutual Life of New York 
since 1938, will leave April 26 for Alex- 
andria, La., for active service as a first 
lieutenant in the U. S. signal corps. 











Letcher L. Baker, group assistant at 
Dallas for Travelers, has been called 
for military service. 


Clark C. McElvein, for the past two 
years executive secretary of the Boston 
Life Underwriters Association, has re- 
signed and enlisted in the naval reserve 
aviation corps at Squantum, Mass., 
where he will undergo flight training. 
He is succeeded as secretary by W. C. 
Coogan of Wilmington, Mass., who has 
had training as a salesman for business 
concerns. 








R. E. Hunt Prospecting Winner 


R. E. Hunt of the Flint, Mich., 
agency won the contest of Northern 
Life of Canada which featured prospect- 
ing. In this contest the company intro- 
duced a new prospecting form modeled 
along the line of that developed by the 
Sales Research Bureau. 

Top agent of Northern Life at the 
end of the first quarter was Jess Abel- 
son, Ottawa, Can. Mr. Abelson is pro- 
ducing at the rate of more than $300,000 
per year. 





One out of every two Americans is 
a life insurance policyholder and has a 
stake in $29,000,000,000 of life insurance 
assets invested in government, agricul- 
ture and basic enterprises throughout 
the United States. 





Just the thing to convince hard boiled 
prospects—“24 Men in 24 Years.” 8 book- 
lets $1 from National Underwriter. 
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In spite of a period of decreasing interest 


rates, The Connecticut Mutual has made 


highly favorable progress during the past 


five years in increasing its net 


which in 1940 reached 3.95%. 
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increase of 1/10 of 1% in investment 


yield means approximately $350,000 in 


extra earnings for The Connecticut Mutual. 


Wulual 


Life Insurance Co. 


- 


95 years of 


Dependable Performance 











Gf 


nr. 






i 


Eee tad Ld. | | 





eevee 


ot 





























10 FeNATIONAL UNDERWRITER April 11, 194 
— —=—=: 
Today Is Time for Canadian Ordinary Results Compared Fete Rockford Life 
. ‘ Head on 74th Birthday 
Gifts with Tax 1940 written 1939 written 1940inforce 1939 in force 
in Canada in Canada in Canada in Canada — 
Metropolitan ............4. $60,951,531 $59,096,361 $666,544,714 $640,253,313 
Boost Around Corner Gin MAES oC lsc. se coe 34,295,010 | ...-.. $590,790,514 — $591,463,819 
Spondon Wile oo... .s cesses 54,466,74 66,373,346 448,361,679 418,124,095 
: GRRE WEEE acc oscc «sonics 36,964,197 36,750,365 464,719,758 462,794,872 
Assuming that the federal estate tax Mutual Life ............... $6,850,397 37,274,720 540,372,819 ieee 
: : DOPE AMSTICAN .... 6.606060 ; i 5 & a 5 5 
and gift tax brackets are going to be Conteaeration ........2.... 20,223,879 19,171,182 221'999,271 217,712,500 
increased within the next 90 days, now Manufacturers ............ 19,934,848 19,915, 1686 igrtecn 263,787,153 
i i i OEE EEO: oss sewsw evens ,086, 5,155,072 135, 
is the opportune time to make gifts, Ci%da Life 1.212220 18,781,734 18/347,406 317'837,329 318,387,431 
tag ds ss ge Sina attorney. told Imperial Life ............-. 16,194,120 18, 087, 826 226,788,626 224,924,770 
the Chicago Life Agency Supervisors Excelsior Life ............ ,202, 409, 113,121, 
Dominion Life ............ 12,634,2 13,625,499 156,684,012 154,909,716 
Club at a luncheon Thursday. Monarch Life ............. 8,452,810 8,487,486 65,345,111 62,900,991 
Gifts made now would have a lower Montreal Life _............ rhea aot Merterty 44,344,153 41,524,521 
tax bracket than later in the year, and Continental ............... 5,578, 44,227,885 42,344,408 
eA lace income accruin J on the National Life 5,359,52 5,550, 628 53,595,366 52,284,250 
a é g Northern Life 5,402,224 —...... 47,335,239 46,107,999 
gift in a lower’ income tax bracket than Equitable Life ............ 2851,288 2,956,676 41,375,116 40,972,830 


that being paid by the donor. It cuts 
the estate taxes and income taxes. This 
is applicable not only to persons of 
wealth but to those with annual income 
of $20,000 or $25,000 a year and an es- 
tate of $50,000-$100,0000, Mr. Millet 
said. 

Such tax savings might go to pur- 
chase additional insurance. Income 
from the gift, if used to purchase insur- 
ance, would not constitute indirect pay- 
ment of premiums unless made at the 
instance and request of the donor, he 
said. 


Sees Inconsistency in Tax 


Mr. Millet is convinced the govern- 
ment will increase the federal estate tax. 
It seems inconsistent that the man mak- 
ing $25,000 a year should pay a top in- 
come bracket of 34 percent and the man 
with a million dollar estate should pay 
a top federal estate tax bracket of only 
30 percent. It appears logical to expect 
substantial increases in the federal es- 
tate tax to bring it in line. He believes 
exemptions will be lowered and the tax 
bracket increased even in the compara- 
tively small estates. 

“Any changes in the federal estate, 
gift or income tax will make it advis- 
able for many of your clients to revise 
their insurance programs,” the speaker 
observed. “Any changes that are going 
to affect the results of the insurance 
program they have already built afford 
the agent an opportune time to reopen 
the subject of life insurance and to 
point out new methods or means for 
accomplishing their goals.” 


Treasury Decision 5032 


Referring to the much _ discussed 
Treasury decision 5032, Mr. Millet said 
the test of incidents of ownership is 
being replaced to a considerable extent 
by the test of “who paid the premiums.” 

Mr. Millet contended, however, that 
incidents of ownership is not to be over- 
looked in determining what is taxable 
insurance. Many question the new rul- 
ings and feel that the courts will not 
sustain the position. However, it cer- 
tainly would not be sound to disregard 
the ruling. While placing some hard- 
ship on the estate owner who had not 
assigned his policies prior to Jan. 10, 
1941, nevertheless often this hardship 
can be relieved to some extent. 

Payment of premiums directly or in- 
directly is a difficult question. 

There seems to be difference of opin- 
ion between the commissioner and the 
courts as to the income tax position of 
the proceeds of policies, he said. The 
commissioner holds that where the pro- 
ceeds are payable under limited install- 
ment to provide for a number of years 
certain, a part of those installments is 
reportable income. It would appear 
that the commissioner’s position is cor- 
rect because a certain amount of those 
payments is made up of interest on the 
funds left with the company. 

Under the present law, using a single 
premium endowment policy for exam- 
ple, the insured could elect at maturity 
to take a monthly income instead of the 
maturity value, in which case he would 
have the advantage of reporting on an 
annuity basis. However, this seems 
inconsistent because at the moment of 
maturity, the assured had a substantial 
profit which was available to him in 
cash. It would seem that he had a con- 
structive receipt of that profit. There- 


*Does not include $1,955,612 revivals and increases. 








Morrison Conducts Session 
for Occidental Managers 


Southern California general agents 
and branch managers of Occidental Life 
of California met with company agency 
officials at the home office in Los Angeles 
recently for an all-day session with 
Laurence Morrison, director of research 
Sales Research Bureau, devoted to a 
round-table discussion of recruiting and 
training. Mr. Morrison outlined at 
length the new trends in these basic 
management functions. 

Agency men attending were H. M. 
Leisure, C. E. Cleeton, Buryl Blevens 
and B. J. Dickson, Los Angeles; F. B. 
Swanson, Glendale; Leigh Borden, Dick- 
son; R. R. Lord, Santa Ana; G. A. 
Stannard, San Diego: D. R. Tolman, 


Santa Barbara: R. D. Moore, Santa 
Monica, and P. F. McBride, Long 
Beach. 


Home office men _at the meeting were 
Vice-presidents V. H. Jenkins and C. L. 


DeVries, R. H. Belknap, director of 
agencies; W. B. Stannard, division man- 
ager; H. D. Trueblood, agency secre- 
tary; L. S. Roscoe, director of field 


training, and H. D. Yaw, assistant to 
Vice-president Jenkins, who was chair- 
man. 





Business at High Level 


SPRINGFIELD, MASS.—In view- 
ing the general business outlook, C. O. 
Fischer, vice-president Massachusetts 
Mutual Life and president of Springfield 
Chamber of Commerce, predicted a high 
rate of business activity. Earnings of 
corporations and individuals will remain 
at a high level for an indefinite period 
ahead. The Federal Reserve Board’s in- 
dex of industrial production for January, 
1941, was 13 percent of the average for 
the period 1935-1939, an increase of 25 
percent. 

Unemployment has decreased. It is 
estimated that less than 7,000,000 per- 
sons are without work as compared with 
from 10,000,000 to 12,000,000 a year ago. 





Arthur B. Wood, president Sun Life 
of Canada, was in Indianapolis last 
week visiting the general agency there. 








fore, reliance should not be placed on 
the present law being in existence at the 
time of the maturity of endowment con- 
tracts. However, so long as the law re- 
mains as it is, the assured should take 
advantage of the situation. 

Mr. Millet mentioned the rule that 
where the insured assigns his policy for 
a valuable consideration to another, the 
assignee will have to report as income 
the difference between the original price, 
plus subsequent premiums and the face 
of the policy. 

“During the past few weeks I have 
had four cases come to my attention, 
where the corporation has taken over 
insurance on the lives of one of the of- 
ficers,” he said. “It would seem that 
all these situations would be cleared up 
by this time, but they still exist and I 
urge you to examine carefully all cor- 
poration insurance policies that come 
into your possession.” 


Connecticut General Life 
Honors First-Year Leaders 


The leading members of the Vice- 
president’s Club of Connecticut General 
Life visited the home office recently in 
recognition of their having qualified in 
1940 for membership in the club. Mem- 
bership is open to full-time men during 
their first year with the company and is 
awarded for outstanding achievement. 

Informal discussion groups were held: 
Purpose of Your Visit, by F. Hobart 
Haviland; Life Underwriting, by Dr. 
Albert J. Robinson, medical director, 
and William H. Flanigan, assistant sec- 
retary life department; Our Home Office 
Organization, by Vice-president John M. 
Laird; Actuarial Department Functions, 
by Earl C. Henderson, secretary and 
actuary, and Aubrey L. Joyce, assistant 
actuary; Accident Underwriting, by 
George Goodwin, secretary accident de- 
partment; Claim Department Functions, 
by Robert K. Metcalf, manager claim 
department; Settlement Plans and Tax 
Matters, by Francis P. McGuire, attor- 
ney; Group Possibilities Today, by C. 
Manton Eddy, secretary group depart- 
ment; Fundamentals of Successful Sell- 
ing Prospecting, Sales Plans and Work 
Habits, by Mr. Haviland; Cooperation 
between Agent and Cashier, by George 
Skilton, comptroller. President Frazar 
B. Wilde gave the welcoming address. 





Minnesota Mutual Campaign 


In April, May and June agents of 
Minnesota Mutual Life will carry on a 
campaign built around a “prospect 
treasury” plan under which every agent 
will strive to have a fixed numbef of 
prospects to work on at the beginning 
of each of the three months. 

Last week the Minnesota Mutual 
completed a series of regional agency 
meetings, the final conference being at 
Gearhart, Ore. 





Mannhattan Life Has Good Gains 


Manhattan Life recorded an increase 
of insurance in force in 1940 of more 
than $8,500,000. The total in force 
stands at $85,512,599. New paid-for 
business reached $17,692,912, a gain of 
23.21 percent over 1939. 

Assets are $23,343,755, an increase of 
$1,653,946. Surplus and special funds 
total $886,427. 

Payments to policyholders totaled 
$2,085,931. This makes the total pay- 
ments to policyholders since organiza- 
tion, plus the amount held for their 
benefit $157,762,631. 





Roanoke Agency Honors Hunt 


The Roanoke, Va., agency of New 
England Mutual Life held an afternoon 
business meeting followed by a dinner 
at which George L. Hunt, agency vice- 
president, and his wife were honored. 
Mr. Hunt and agency members spoke. 

The past three years, the average 
paid-for business of the agency, under 
General Agent Wayne Metcalf, has ex- 
ceeded by more than 50 percent that of 
the preceding six years. 





FRANCIS L. BROWN 


Francis L. Brown, president of Rock- 
ford Life, was honored by a group of 
60 home office employes, directors, offi- 
cers and agents at a dinner on his 74th 
birthday. Vice-president B. W. Flinn 
presented Mr. Brown a wrist watch in 
behalf of the group. FE. E. Johnson 
was chairman of the committee in 
charge. Dr. Perry Anderson was 
toastmaster. Mr. Brown has been with 
Rockford Liie 31 years. 





High Record in Town of 2,500 
R. W.  Schellbach of Nashwauk, 


Minn., works in a small community but 
took 18th place in New York Life on 
number of paid applications last year, 
his record being 1827/2. He started with 
New York Life in 1936, after 12 years 
in banking. He works in a town of 2- 
500. Mr. Schellbach says that a small 
town salesman cannot expect to sell 
many large policies but he can sell a 
number of small ones if he goes to it. 





Mass. Mutual School for Cashiers 


Massachusetts Mutual Life is again 
conducting its home office review school 
for agency cashiers. Fifteen agencies 
are represented by the cashiers attend- 
ing this week’s session, and cashiers 
from 15 other agencies will be in 
Springfield next week. 

The school is conducted every two 
or three years. The cashiers and as- 
sistants spend some time in all home 
office departments, and are given in- 
struction on variou procedures. Law- 
rence Shoughrue, agency assistant, is in 
charge; assisted by Lester Stone, agency 
auditor, and Miss Ethel Alderman ot 
the agency department. 








New Element Appears 
for Quality Rating Chart 


Here is a new element to be in- 
cluded in the quality rating chart. 
According to the Institute of Life 
Insurance, there has been pre- 
sented a study to the American 
Institute of Actuaries showing 
that the average policy bought by 
men 5 feet tall was $4,603, by men 
6 feet tall, $5,220 and by men 6 
feet, 4 inches tall, $6,870. Thus, 
it seems to be proved, that agents 
who desire to have a high aver- 
age sized policy should shun the 
little men and concentrate on the 
big ones, or it may prove that 
Statistics are marvelous. 
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Details of Equitable 
of N. Y. Agents Plan 


(CONTINUED FROM PAGE 1) 





annuity. In event of the agent’s death, 
his contributions at compound interest 
will be paid his designated beneficiary. 
If he terminates his contract, his contri- 
butions will be refunded at interest, or 
he may take a paid-up deferred annuity 
with cash payment, death benefits and 
optional forms of annuity incorporated. 
If he terminates after participating in 
the plan 10 years or more and has com- 
pleted 15 years under contract, the paid- 
up deferred annuity will be vested in 
the agent provided he does not elect a 
cash payment of his contribution. Ten 
years) service requirement will be 
waived if termination occurs after age 
60, 
The annuity taken may be life, modi- 
fed cash refund or joint and survivor as 
the agent elects. 

The supplemental benefits apply to 
agents who elect the new contract with- 
in reasonable time and have attained age 
45 on April 1, if they commence to con- 
tribute until retirement age, remain with 
the society, are not salaried employes 
at retirement age, and have had 20 
years’ service at retirement age or at 
jeast 10 years and total production pre- 
miums of at least $30,000 prior to Jan. 
1, 1941. 


Rock- Provides Life Income 

ou f Bes % ae x 

a as The benefit is a life income which for 
S 74th agents 70 or over April 1 is equivalent 


Pikes to 2 percent of total commissions re- 
ceived after the calendar year of attain- 
ing age 45 and prior to Jan. 1, 1941, 
maximum $600 annually; for agents un- 
der 70 on April 1, where income at nor- 
mal retirement is less than $600 a year, 
an additional amount of 2 percent of to- 
tal commissions, maximum income $600 
annually. 

Agents who have been with the so- 
ciety at least 15 years and attain age 60, 
if totally and permanently disabled after 
April 1 can take immediate retirement 
and benefits will be the actuarial equiva- 
lent of both annuities and supplemental 
benefits. 
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Gives Adequate Amount 


small : : 
It is estimated the supplemental 


benefit will amount to approximately 
$50 monthly income to the agent who is 
a member of the Century Club, quali- 
fication for which requires $3,000 an- 
nual premium writings, who has seen 
30 years’ service with Equitable, and 
who retires and produces no further 
business. His retirement income at age 
65 would be $1,717, made up of $662 re- 
tirement benefit, and $1,055 renewals 
whereas his renewals on the old con- 
tract would amount to only $839. Even 
at age 84 he would, without further 
work, be receiving $740. From ages 74 
to 84 he would have received no re- 
newals under the old form of contract. 

The Equitable stated to its agents 
that the retirement income, without 
taking into consideration renewals and 
service fees, would amount to about 
one-third of the average earnings, and 
when the renewals and service fees 
were included after retirement would be 
about one-half of the previous earn- 
ings. This compares strikingly with 
the inadequate benefits obtainable 
under federal social security. 





Fete Van Winkle at 20th Year 


Members of the Kellog Van_Winkle 
agency of Equitable Society at Los An- 
geles tendered Mr. Van Winkle a 
luncheon honoring his 20th anniversary 
with the company. 

On April 1, the Hollywood district of- 
fice of the agency will celebrate its 15th 
anniversary. The office was started by 
Rudolph Wiedemann and during its ex- 
istence it has paid for more than $25,- 
900,000. In 1940, the Hollywood office 
_ all Equitable units on the coast. 

fr. W ledemann is senior unit manager 
= of the Van Winkle agency. 








Effect of Weismann, Cold 
Winter, CIO, TNEC, SEC 


(CONTINUED FROM PAGE 28) 


ers. The committee scale holds very 
closely to this condition, in over-all 
commissions payable on a single policy. 
The Arnold plan runs up to 170 percent 
of an annual premium as compensation 
to the agent. It has been offered as a 
criticism, by general agents of other 
companies, that Northwestern National 
expects to make a lot of money on its 
plan. Surely this is not a derogatory 
criticism. If the company can pay 
agents more because it is cheaper to 
hold business than to write it, there is 
no injustice to the agents, and if the 
company is going to make a lot of 
money, that seems to be in favor of the 
policyholders. 

Neither plan touches the retirement 
problem. The committee plan gives 
liberal vested renewals for two years. 
The Arnold plan gives no vested re- 
newals, but an agent can qualify for re- 
newals by writing a minimum of $30,000 
a year. 

The Arnold plan introduces a unique 
feature by dividing the renewals into 
12 parts and paying them monthly, 
whether the renewal has accrued or not 
and whether the renewal premium is 
paid or not. This is an interesting ex- 
periment in psychology. Not a labora- 
tory experiment, but one made in real 
life. No matter how small one-twelfth 
of an agent’s renewals may be, he has 
it to rely upon every month. Often an 
agent with a “dry” month could get 
along with very little actual cash. If 
he has even a little of his own money 
coming in he may get along with it, 
while if he were entirely without funds, 
he would ask the general agent for a 
larger amount. 

It was remarked by the general agent 
of a New England company that the 
Arnold plan would not do his men 
much good, because the persistency rate 
of the company is so high. 

There are really two problems before 
the companies. First, new business, and 
second, persistency. It may be that 
neither plan helps the new _ business 
problem directly. However, good re- 
newals help the problem of subsisting 
an agent after the first year. This brings 
forward the problem of conservation of 
agents. The growing belief is that there 
must be more education of agents, 
simply because it is too expensive to let 
them fail. 








Licenses of E. B. Lehman of Los 
Angeles were revoked by Commissioner 
Caminetti, after a hearing at which it 
was brought out he had failed to refund 
commissions on three policies either 
rejected or cancelled by the Beneficial 
Casualty of Los Angeles. Similar com- 
plaints were made regarding 11 policies 
of the Service Life of Omaha, and four 
policies of the same company in which 
misrepresentations had been made. 

Clement Coleman, New York Life, 
Milwaukee, was presented a certificate 
by W. C. Weissinger, agency director, 
for writing one or more applications 
each week for 400 consecutive weeks. 





Conventions 


April 18—Illinois Association of Life 
Underwriters, Chicago. 

April 19—Chicago sales congress. 

April 24-25—Ins. Accounting & Statis- 
tical Association, Chicago, Edgewater 
Beach Hotel. 

April 28-May 1—U. S. Chamber of Com- 
merce, Washington, D. C. 

May 1-2—Life Office Management As- 
sociation, New York. 

May 2-3, Des Moines sales congress. 

May 2-3—Sales congress, Des Moines. 

May 8-9—Ohio sales congress, Akron. 

May 9—Washington, D. C., sales con- 
gress. 

May 9—Tennessee sales congress, 
Chattanooga. 

May 15-16, Southern Round Table, Life 
er Association, Dallas, Baker 
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THIRTY-THIRD ANNUAL STATEMENT 
of the 


Pr ogress 


Southland Life Insurance Company 


DALLAS, TEXAS 
December 31, 1940 


ADMITTED ASSETS 


Cash in Banks and Office............................ $ 2,505,241.77 


First Mortgage Loans........................... 


Collateral Loans 


8,197,990.54 
213,500.00 


Policy Loans and Premium Notes Secured by Legal Reserve 8,813,795.76 
United States Government Bonds........ $1 ,608,079.38 


Texas Municipal Bonds.................. 
Industrial and Miscellaneous Bonds........ 


Stocks .. 


1,706,645.25 
1 325,393.53 


Premiums Deferred and in Course of Collection. . 
Real Estate, Including Home Office Building... ._.. 
Balance Due on Properties sold under contract... ... 
Interest and Rents Due and Accrued........... 


Miscellaneous Assets 


4,640,118.16 


171,148.03 
1,156,777.12 
7,237,946.38 

48,304.34 

192,861.31 

28,759.06 


$33,206,542.47 





RS 6 xc sacae die iten ets 2s ikea aa 
LIABILITIES AND SURPLUS 

Reh na I. 6s 5oss aoe eke sce cine $30,358,756.00 
Reserve for Installment Death and Disability Claims... ... 731,814.00 
Death and Disability Claims Reported, no proofs received 109,134.24 
Premiums, Interest and Rents Paid in Advance........... 301,549.70 
Estimated Amount Due for Taxes and Payable in 1941... . 64,311.80 
Policy Dividends held at interest or payable in 1941... 66,213.60 
Accrued Expenses and Commissions................... 32,196.76 
Reserve for Other Liabilities.......................... 91,341.55 
Contingency Reserve ..................... 451,224.82 
Capital Stock and Unassigned Funds................... | 000,000.00 

TERT AE SPOS eT ame IAT PEA .$33,206,542.47 


Insurance in Force, $186,807,264.00 


Total Paid Policyholders and Beneficiaries Since Organization 


$37,998,622.00 








For information concerning agency contracts, address 


JOE WOODWARD, Vice-President and Agency Director 








Southland Life Insurance Company 


Home Office ... DALLAS 





A. MORGAN DUKE, President 
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dividends or reduce them materially. 
This recalls that a speaker last year 
who was advocating common stock in- 

















is $9,788,871 as compared with $6,40;.. 
269 for the same period last year, a gain 
of $3,383,602. " 
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vestments for life insurance companies, | Wisconsin National Life—New acc. = 
A number of insurance men, who have _In all of the comment that has been suggested that policies be issued with dent and health business showed an in. Rec 
volunteered or have been called to army engendered by the recommendations of special provisions for those who desired CT&ase of 84 percent over March, 1949, = 
or navy service, have arranged to con- Pike & Gesell that common stocks be to buy such contracts and that the re- with premium collections showing an to! 
tinue to receive THE NATIONAL UnpER- made permissible to a limited degree for serves or a substantial proportion of increase of 20.4 percent. The first quar. 
wriTeR during their period of service. life insurance company investments, the the reserves supporting these policies ter of 1941 shows an increase of 402 Bl 
Also, friends and employers of some point has perhaps not been sufficiently consist of common stock investments. A percent in new business over the rst renee 
who have been called have made a gift emphasized that life insurance funds policyholder would perhaps agree to pay on =e hogs pases collections mem 
of a subscription to such men. Without have to be earning a yield all of the a higher rate in years in which dividends show an increase of slightly over 8,09) north 
unduly injecting a commercial note in time, because of the inherent nature of diminished or he might consent to a re- or 16 percent. TI 
the editorial columns, it strikes us that the business. The insurance machinery duction in the surrender value of his ; In the ip hpianmbncges there Was an falo 
an insurance man that is called to ser- would certainly be thrown out of gear policy or even perhaps in the amount increase of 42 percent in new business with 
vice would be benefitted and would en- if there were a heavy common stock in- payable upon death. Some such ar- pond March of 1940 and an Increase ot socia 
joy keeping in touch with insurance vestment and there should be a period rangement novel to life insurance might 12.3 percent for the first quarter of this jami 
affairs by reading Tue Nationa, Un- during which corporations pass their be the answer. a a s ; the . 
DERWRITER, it will be very easy for men =e - National Guardian Life—At the end Und 
in the service in their new type of life ——= of the first quarter, 123 agents had had A 
to become pretty well divorced from the no lapses of business written in 1940, ket,” 
insurance scene even in a period of a Thirty-nine agents had lapses running and 
year, unless they do have some such from 100 percent on some two-case pro- Beck 
P P 
——s with the field as the columns of ducers to as low as 1.17 percent on 3125, will 
THE N N Jn J S : : : tion: 
CHE NatIoNAL UNDERWRITER would pro State Mutual Life—Total gain for was $13,000,000, an increase of $2,000,- 000 producers. ; ay 
vide. And a year’s complete hiatus in ia sit : nines Agencies with over three-quarters oj ket 
= e : ; iree months was nearly 10 percent. 000 over the same period last year Ni i TI 
these fast moving days of insurance will State Mutual began its A ak i, sail, alias ; mek Teel: 5 Geen GE peemuenen Saxe renen 
make it difficult to pick up the threads <i<tent monthly woe sie seit ee ee surrenders decreased. 97 percent of their last year’s business, moa 
again, It would be a generous and onthly gains in ebruary, 1940. The average size policy during the Best persistency records are being falo 
worthwhile practice, we believe, for in- Bankers Life, Iowa—March paid-for first quarter was almost $1,000 larger made by, men who have been longest in whe 
surance employers to furnish promising business was $5,143,144, a gain of 14 than that for last year. There was an the service of the company, and who Phil 
employes who are called to the service Percent over last year. For the first increase in the volume of restorations. constitute the top 12 in persona! pro- ree 
with a subscription to THe NationaL uarter paid business was up 15 per- Reliance Life—New life insurance paid duction records year after — i 
UNDERWRITER, cent, with a total of $14,020,838. for in March totaled $4,724,763, a gain ., Hlinois Bankers Life—Applications in 
- The W. K. Niemann agency, Des of 19.4 percent over March, 1940. Insur- the “e —- totalled pmpanccgne Toned Cro 
The team of Gesell and Pike, in its Moines, again led in March. The F. W. ance in force continued to gain and 38.6 a i i H 
report to the TNEC, provided a great Darling agency of Cedar Rapids was totaled $508,622,670 at the end of March. ceaek ageregated $1,990 cc a . ‘ life. 
sate “s te gee material that could a = F. C. Wiggington, Pitts- Ohio National Life—A new record for percent over “March 1940. oo les 
almost endlessly engage the attention of burgh, third the highest sing Re < ; ? ‘ ee ; step 
: ’ : St e day’s production _ nere 
insurance commentators. It would be Fidelity Mutual Life—Paid v i Ww lif i ; oo rc a a = 
an pinilinas tack to senlettake. § y Mutual Life—Paid volume in "eW life insurance was set March 31! increase in paid business reported for mus 
wep i ~ Rala ge i " < ce) ae e March was greater by 41.5 percent than when $1,150,000 of insurance was re- the first quarter. March paid sales were the 
ment. That job will be een een oe the same month in 1940, bringing the ceived at the home office. The total for up 36.4 percent with the average policy tain 
piecemeal, as time goes om daaks the gain for the first quarter to 17.8 per- the month of March exceeded $5,000,000, size increased 23.7 percent. stud 
platform and throughout the literature cent. During March a popular produc- a — largest month in the com- Franklin Life—Establishing a new all- shor 
of the business, as various insurance "0" Campaign was conducted built peThe si time record, the March contest to cele- a 
practitioners and observers give their 2%OUNd the theme of navy building. I he unprecedented volume was due to brate the 57th anniversary resulted in - 
attention to various phases of the report. Jefferson Standard Life—Gain in in- praca” st in a rates which be- almost $2,500,000 ot business submitted ve 
One phase of the report, upon which S¥rance in force during the first quar- one == eg : April 1. The company is with settlement attached, and in addition saves 
we are compelled to make some re- te? was the largest in its history. The i et te a ae: ek. ae Sees. * N 
marks, is that dealing with the life in- total is now $428,335,739 cai While the new rates are only a few — The various states were divided into ‘ 
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Regional C.L.U. Conference 
to Be Held in Buffalo 


BUFFALO—A regional C.L.U. con- 
jerence will be held here April 17 for 
members from western New York and 
northern Pennsylvania. ; 

The meeting is sponsored by the Buf- 
fglonG. LU. chapter, in conjunction 
with the Buffalo Life Underwriters As- 
sociation. Guest of honor will be Ben- 
amin Alk of New York, president of 
the American Society of Chartered Life 
Underwriters. : 

A panel discussion on “Today's Mar- 
ket,” will be conducted by five Buffalo 
and three Rochester C.L.U.’s. A. L. 
Beck, president of the Buffalo chapter, 
will act as interlocutor. Pertinent ques- 
tions on doing business in today’s mar- 
ket will be asked. 

The C.L.U.’s will join in the regular 
monthly luncheon meeting of the Buf- 
falo Life Underwriters Association, 
when Irvin Bendiner, New York Life, 
Philadelphia, will be guest speaker. Mr. 
Beck is in charge of arrangements for 
the conference. 








Crouch Los Angeles Speaker 


Hal Crouch, who gave up the law for 
life insurance selling, told the Los Ange- 
les C.L.U. chapter why he took that 
step. He said the law is an unchanged, 
commercialized business. The lawyer 
must market his product; must spend 
the larger portion of his income in main- 
taining an artificial standard of living. A 
study of the probate court records 
showed that less than 10 percent of law- 
vers left any estate. The lawyer is 
bound hand and foot and takes orders 
or pays the penalty, he said, and is pre- 
vented by precedent from presenting his 
business. 

No one can order a life agent around, 

he said. The agent can get acquainted 
and present his business to the public. 
He has a freedom that no lawyer can 
have; is an individualist. He can pass 
tips on to his fellows that help them to 
get business, where the lawyer and doc- 
tor don’t. Every day brings to the life 
agent an opportunity to present the need 
for life insurance. There is a vast new 
feld from which life insurance needs 
will come, as well as greater needs. 
_ The day of getting rich quickly in life 
insurance is limited, but the life agent 
can earn enough to put by a little for 
himself, 

Attorney David Tannenbaum, who 
spoke recently on tax problems, will 
head a panel at the next meeting consist- 
ing of M. W. Hickox, Ron Stever and 
M. 1. Scott, the subject being taxation. 





Oakland Chapter Chartered 


The Oakland-East Bay C.L.U. chap- 
ter has been chartered by the American 
College. Ted Dreyer, general agent Pa- 
cific Mutual Life, is president; Gerald 
Whitaker, manager Travelers, vice-pres- 
ident, and Gordon Cotton, secretary- 
treasurer, 

It is planned to hold a class of in- 
struction this fall in Oakland in conjunc- 
tion with the extension division of Uni- 
versity of California, and also a review 
class before the June examinations. 





Cleveland Tax and Legal Session 


_ The Cleveland C.L.U. chapter 
‘cheduled an all-day session on the legal 
and taxation phases of advanced life 
underwriting April 11. The speaker 
Will be Milton Elrod, Jr., R. & R. Serv- 


Ice, 





Columbus Veterans Honored 


_The Columbus agency of the Ohio 
Millen! Life gave a dinner for J. W. 
‘ holland, for 28 years with the com- 
anv, 25 years as general agent, and S. 
: Baber, with the Millholland agency 
= years. Mr. Millholland was given a 
atch and Mr. Baber a diamond pin. 
“everal company executives attended. 





Kastner Says Insurers Will 
Cooperate on Relief Act 


“Application of the Soldiers’ and 
Sailors’ Civil Relief Act to Life Insur- 
ance” was discussed by Ralph H. Kast- 
ner, associate counsel American Life 
Convention, before the Nebraska Insur- 
ance Institute at Lincoln. 

The Veterans’ Administration, charged 
with the responsibility of administering 
the law, appreciates that many incon- 
sistencies appear in the law and recog- 
nize that certain problems may be 
present, he said. But it is certain that 
the insurance companies shall fully co- 
operate with the heads of the Veterans’ 
Administration in carrying out the provi- 
sions of the act for the best interest 
of the men in the military service and 
with a minimum of friction and con- 
fusion. 


Annuities, Group Excluded 


While most annuities and group insur- 
ance policies or certificates do not come 
within the scope of the act, Mr. Kastner 
pointed out that, oddly enough, term 
insurance or no value insurance con- 
tracts are eligible for the benefits. 


Distribute Relief Applications 

Applications for soldiers and sailors 
relief benefits have been distributed to 
all large military camps and are available 
to insureds upon request to the personal 
adjutant at the camp, H. L. McCoy, 
director of insurance Veterans Admin- 
istration, reports. Insureds may also 
obtain a copy of this form by writing 
to the Veterans Administration in 
Washington, D. C. 

Mr. McCoy calls attention to the fact 
that an application for protection of a 
policy under the provisions of the sol- 
diers’ relief act must be made by the 
insured within 31 days from the due date 
of the first premium to be brought under 
the protection. If a form is not avail- 
able the insured may make a request 
in writing to the insurer for protection 
of the policy, providing such informal 
application is later supplemented by a 
regular prescribed form. 

The commanding officer of each 
camp has been charged with the dis- 
semination of information about the 
soldiers’ and sailors’ civil relief act. The 
War Department does not publish a 
list of commanding officers. However, 
communications addressed by the title 
“Commanding Officer” will reach the 
proper destination. 





Texas Association Plans 
Convention at Beaumont 


In connection with the annual con- 
vention of the Texas Association of 
Life Underwriters at Beaumont, June 
2, 3 and 4, the Beaumont Association 
of Life Underwriters has announced a 
contest among the Texas associations 
wherein a loving cup will be awarded 
that association which has the largest 
percentage of paid registrations per 
membership by May 15. 

The state association officers are fast 
completing a program and are able to 
announce such spe~’ as Grant Tag- 
gart, Louis Behr, Ben Williams, Paul 
Speicher, and others. Another feature 
will be a play wherein usable sales 
presentations for different life situations 
will be presented. 

The Beaumont Association, assisted 
by the Port Arthur Association, is vig- 
orously making preparations for the 
convention. Golfing, swimming, and 
playing facilities are in abundance. 
Beaumont is striving to make it the 
best annual convention the association 
has ever had. 

J Baumann, Pacific Mutual, 
Houston, is President, and Francis G. 
Bray, New England Mutual, Houston, 
is secretary-treasurer of the Texas 
Association. 





Paul Speicher, R. & R. Service, will 
speak at the April 18 luncheon meeting 
of the New York City Life Underwrit- 
ers Association at Hotel Pennsylvania. 
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EDITORIAL COMMENT 





Paul vs. Virqinia-Frailer Than Ever 


A year or so ago we commented edi- 
torially that in view of the current 
makeup of the United States Supreme 
Court and the evident anxiety of cer- 
tain elements in the new deal to get 
insurance under their control as fast 
as possible the venerable Paul vs. Vir- 
ginia decision that insurance is not 
commerce could be considered as no 
more than a frail reed in the support 
of any contention against federal su- 
pervision of life insurance. 

Recent developments in the way of 
attempts to bring insurance under the 
federal wages and hours law make it 
seem doubtful that Paul vs. Virginia 
should be regarded as having any value 
whatever outside of a possible psycho- 
logical effect in causing Congress to 
hesitate to override an established deci- 
sion of the court. Even before the court 
had so large a new deal majority it 
found merit in arguments to expand the 
interstate commerce clause in the con- 
stitution that seemed to the layman very 
much like an exhibition of legalistic 
legerdemain. 

The court held that activities need 
not be in themselves interstate com- 
merce but could come under the con- 
stitutional provision if they “affect” in- 
terstate commerce. Almost any activity 
imaginable could, on this basis, be 
“proved” to be linked with interstate 
commerce. An insurance company 
which attempted to avoid payment of 
a claim on any such flimsy argument 
would not only be laughed out of court 
but would rightly be held up to pubkc 
scorn for attempting to distort the plain 
meaning of the English language. 

Thus, it might be shown that inabil- 
ity of a corporation to obtain business 
insurance on its key executives made it 
impossible for it to obtain capital and 
credit with which to expand and do an 
interstate business. Likewise it might 


be shown that a corporation’s ability to 
obtain a pension trust or group life in- 
surance program, by affecting the aual- 
ity of its personnel, has a bearing on 
its ability to expand from a purely in- 
trastate business to interstate propor- 
tions. These examples may sound far 
fetched but to the layman they seem 
no more absurd than some of the rea- 
soning that has been advanced to sup- 
port the broadening of the federal gov- 
ernment’s control over business via the 
interstate commerce clause of the con- 
stitution. 

Assistant Counsel V. A. Lutnicki of 
the American Life Convention in his 
recent analysis of the wage-hour situa- 
tion as it affects life insurance, advised 
a policy of “appeasement,” on the 
ground that compliance involves no 
great hardship and that it would be un- 
wise to risk a reversal of Paul vs. Vir- 
ginia. That view seems sound. Not 
only would there be the risk of losing 
the support, however slight, that Paul 
vs. Virginia might give against enact- 
ment by Congress of laws governing 
insurance, but the wage-hour law would 
be an extremely unpopular one to re- 
sist. Companies would seem to be try- 
ing to underpay their employes rather 
than standing for a principle. 

Where, then, should the stand be 
made? On the basis of Mr. Lutnicki’s 
advice the companies might conceivably 
let the federal government exercise the 
same degree of regulation as over other 
types of business. Any attempt at di- 
rect regulation of the insurance busi- 
ness would clearly call for a last-ditch 
fight, first in Congress and then before 
the Supreme Court. When that battle 
opens, Paul vs. Virginia may as well 
be forgotten. If the tide can’t be 
stemmed in Congress there will be scant 
hope that a way will not be found 
around Paul vs. Virginia. 


Getting the View of the Other Man 


WE can learn much by erecting listen- 
ing posts outside our immediate baili- 
wick. We may be so absorbed with 
ourselves, our business, our own prob- 
lems that our angle of vision becomes 
distorted. 

The other day at the forum of the 
eastern round table of the Life Adver- 
tisers Association, an advertising man 
not associated with the insurance ‘busi- 
ness, H. A. Thompson, director of 
Marketing and Research, Arthur Kudner 
Advertising Agency, made some pointed 
observations on the copy used by life 


companies in the secular magazines 
where an appeal is made to the public. 
He reviewed such advertising with the 
eye of one on the outside who records 
“ads” when they have something of 
definite, intimate interest to him. In- 
surance companies in their publicity 
naturally seek that reader interest to 
which Mr. Thompson referred. He 
found that those companies that fell 
below the average in exciting curiosity 
were advertising not to the readers but 
to themselves. As he tersely testified, 
“They were talking about things about 


which they like to talk, instead of things 
people like to read about.” 

People are intensely concerned with 
their own problems, hopes, desires, ac- 
tivities. In conversation, one may find 
his companion listless and_ indifferent, 
but let him touch on a subject that di- 
rectly affects his hearer, and the latter 
at once perks up his ears and has no 
difficulty in keeping up his end of the 
conversation. Life agents appreciate this 
psychology and endeavor to employ it in 
their approach, knowing that if they can 
find the key to a man’s sanctum, they 
have him interested. In other words, 
they seek to ascertain just how life in- 
surance can help this prospect most, 


how the program proposed will fit int 
his scheme. 

Mr. Thompson opined that too many 
life companies talked about themselves 
and not about the reader. Such adver. 
tising he acknowledged loses a reading 
audience. When the advertiser display; 
a sincere, understanding interest in the 
reader and his problems, then attention 
will be captured. 

These aspersions were not directed a 
all insurance advertising, because some 
of it “pulls.” He did say that in his 
opinion, such advertisers needed to study 
their public far more than they do and 
pay less attention to what they are think. 
ing about in their own councils. 








PERSONAL SIDE OF THE BUSINESS — 





L. G. Parrott, cashier at Detroit of 
Travelers, has been granted a leave of 
absence. Until further notice, the De- 
troit cashier’s department will be under 
the direction of D. M. Ussher, acting 
cashier. During Mr. Ussher’s stay at 
Detroit, the Cleveland cashiers’ depart- 
ment will be under the direction of 
D. D. Lobaugh, assistant cashier. 

Joy M. Luidens, executive secretary 
Chicago Association of Life Underwrit- 
ers, was given a surprise birthday party 
by some 40 friends in and out of the 
business Sunday night in the associa- 
tion office. She had been lured there 
by Catherine Garrabrant, her assistant, 
under some pretext. W. M. Houze, 
John Hancock, association president; L. 
M. Buckley, New England Mutual, past 
president, and Mrs. Buckley, and Lil- 
lian L. Herring, executive secretary 
Illinois Insurance Federation, were 
among those present. R. J. Wiese, gen- 
eral agent Northwestern National, 
showed colored movies which he had 
taken of Mexican scenes. There was a 
buffet lunch and a large birthday cake. 


Morgan S. Crockford, sales promo- 
tion manager Excelsior Life of Tor- 
onto, has completed a fact-finding visit 
to the head offices of 27 United States 
life companies in 16 cities of southeast- 
ern and eastern states. It has been Mr. 
Crockford’s practice for several years 
to spend two to three weeks dropping 
in at the offices of agency and adver- 
tising men for a friendly chat and mu- 
tual exchange of selling ideas. 

He reports that the most significant 
parallel between U. and Canadian 
companies is the loss of manpower due 
to military service, the competition for 
new manpower with defense industry, 
and the necessity for more intensive su- 
pervision and field assistance in mak- 
ing the remaining agency personnel 
more effective in a rising market for 
life insurance. 

W. W. Putney, president of Midwest 
Life, has been named by Governor 
Griswold of Nebraska on the state 
board of vocational education. 

G. W. Oldham, agent of Phoenix 
Mutual in Pittsburgh, was honored by 
his associates at a luncheon on complet- 
ing 1,000 consecutive weeks of produc- 
tion. He was given a pocket book, a 
bouquet, a trip to the home office and 
an embossed album containing 150 con- 


gratulatory letters. His weekly average 
volume during his 20 years with the 
Pittsburgh office of the Phoenix Mutual 
was $4,500. 

H. R. MacGibbon, former New Mex- 
ico superintendent of insurance and for 
the past nine years with the Prudential 
in Albuquerque, has resigned to enter 
another line of ‘business. 

A. A. Heald, Milwaukee, Wisconsin 
general agent John Hancock Mutual 
Life, is general chairman of the com- 
mittee arranging the victory banquet of 
Milwaukee alumni and friends to honor 
the University of Wisconsin’s basket- 
ball champions, April 17. 

A. H. Curtis, general agent of New 
England Mutual Life in Boston for 40 
years, was luncheon host on his 75th 
birthday to members of his agency and 
company officials. He shared birthday 
honors with his agency associate, W. S. 
Cobb, leading producer of the com 
pany. 

Frank M. See, St. Louis general 
agent New England Mutual Life, spoke 
on “Organizing Dollars to Work for 
You” in connection with the 75th anni- 
versary celebration of the Washington 
University dental school, with a large 
attendance of dentists from all parts of 
the United States and Canada, 

R. J. Learson, actuary Western & 
Southern Life, Cincinnati, and Mrs. 
Learson are being congratulated on the 
arrival of their second daughter at Good 
Samaritan hospital. 

S. T. Whatley, vice-president of 
Aetna Life in charge of agencies, has 
just completed a tour of Texas agencies. 

Capt. Rudolph Smale, general agent of 
Reliance Life in San Francisco, has just 
completed 30 years with the company 
Before joining Reliance in 1911 he was 
a sailor for 27 years and captain of five 
vessels. He is the author of a book, 
“There Go the Ships,” published last 
November. 





DEATHS 





C. D. Hellen, 80, former head of the 
Des Moines agency of the old Roval 
Union Life, died from a heart attack. 
He was with Royal Union 17 years and 
had almost a continuous record of more 
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than $1,000,000 of new business for 
gveral years. He retired and went to 
(jlifornia in 1926 but later returned to 
Des Moines. 

J. F. Armstrong, 72, former superin- 
yendent of the Malden district for the 
Metropolitan Life, resigning three years 
ago, died at his home in Melrose, Mass. 

Maj. G. L. Donnell, 72, vice-president 
and treasurer of the Standard Life of 
\Mississippi, Jackson, died at the Vet- 
erans Hospital at Biloxi after a lengthy 
illness. He received a partial disability 
in the Spanish-American war, in which 
he served aS a Major of infantry. 

Herbert Langsdorf, 61, special agent 
of New England Mutual Life, Topeka, 
Kan, died from a heart attack. He had 
been especially active in civic affairs. 
Two sons, Edgar and Herbert, Jr., are 
with the Kansas national guard at Camp 
Robinson, Ark. 

Wendell P. Barker, 57, well known 
insurance attorney of New York, died 
Monday. He was a director and counsel 
for many important insurance companies 
and agency and brokerage organizations. 
He was appointed in 1935 as chairman 


' of the New York Mortgage Commission 


and served until 1937. 

F. K. Safford, 86, one of the founders 
of the Lincoln National Life and active 
in business in Fort Wayne since 1882, 
died at his home of complications from 
a hip fracture. He had been a director 
of the life company since its organiza- 
tion. He also was a bank director and 
interested in other business. 








Assessment Legal 
Reserve Business 


in Dlinois for 1940 


The Illinois department has issued its 
preliminary report showing the business 
of the assessment legal reserve life com- 
There are a number 
of such domestic companies. The only 
outsiders are the Golden State Mutual 
Life of Los Angeles and the Western 
Life of St. Louis. The total new busi- 


| ness of the domestic companies in their 
| home state last year was $43,194,771. 


The two outsiders wrote $1,316,215 
giving total assessment legal reserve new 
business $44,510,986. The domestic com- 
panies have in force $61,952,208 in IIli- 
nos and the two outsiders $1,437,020, 
making $63,389,328 altogether. 

The leader in new business in Illinois 


isthe Union Life of Chicago with $18,- 


893.297 and has $13,127,898 in force. 
This company does considerable radio 
advertising. The second company is the 
Bankers Life & Casualty of Chicago 
with $10,130,933 new business and $10,- 
052,257 insurance in force. The Illinois 
companies having written more than 
$1,000,000 new business are the Bankers 


| Life of Freeport, $1,024,000 with $11,- 


966,953 in force; the Guarantee Trust 
Life of Chicago, $1,220,390 new business 
and $1,096,907 insurance in force. The 


| Pioneer Life of Rockford had in new 


business $1,357,939 and has $1,790,464 in 
ce. The Protective Mutual Life of 
Chicago reported in new business $2,- 


, $40,763 and has in force $1,530,548. The 


Unity Mutual of Chicago had in new 
lsiness $2,495,825 and in force $2,- 


+ 547,763. 





Prize Winner Gets Annuity 


Mrs. James L. Hays of Portland, 
Ore, was the winner of the recent slo- 
- contest conducted by Procter & 
ramble, and receives an annuity from 
John Hancock Mutual providing $100 
4 month for life. She had the choice 
ot the annuity or $20,000 cash. 


a 
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Li OPPORTUNITY: 
oa Progressive Catholic life insurance organi- 
Mine has good territory open in Wisconsin and 
Po for men with proven production rec- 
who are willing to work on a full-time 
Only men with sales experience, good 
"sonality and approach need apply. All replies 
held strictly confidential. in- 


15 West Jackson Blvd., Chicago, III. 
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LIFE SALES MEETINGS 





Penn Mutual Parley 
in Del Monte, Cal. 


The Penn Mutual Life’s Quarter 
Million Dollar Club educational confer- 
ence will be held April 16-18, at Del 
Monte, Cal., with 116 qualifiers attend- 
ing, an increase of 50 percent. 

Two series of seminars will be held. 
An open series of six will be held the 
first day. On the second day five semi- 
nars will concentrate on business insur- 
ance, taxation, retirement plans, new 
markets, programming. 

Vice-president A. E. Patterson will be 
chairman of the general meetings, and 
Vice-president Malcolm Adam and 
Samuel B. Scholz, Jr., medical director, 
will speak on selection. 

President John A. Stevenson will 
close the conference with an address on 
the “Penn Mutual in Action.” 

Seminar leaders will include S. F. 
Transue, Philadelphia; L. L. Newman, 
Fort Wayne; Ratus Kelly, Newark; 
J. E. Spence, New York; Lawrence 
Willet, Atlanta; E. D. Claycomb, Kan- 
sas City; Albert Hopkins, New York; 
C. H. Smith, Philadelphia; J. R. Fox, 
Rochester; G. W. Decker, Los Angeles, 
and J. M. Breyer, San Francisco. 





National L. & A. to Hold 
Rally for All Managers 


NASHVILLE, TENN—AII territo- 
rial and district managers of National 
Life & Accident will attend the annual 
managers conference here April 14-18, 
this central meeting taking the place 
of the six separate territorial confer- 
ences held for several years. Terri- 
torial managers to take part are G. C. 
Lynch, western; N. T. Webb, north- 
western; Charles Luker, southern; J. 
H. Brakefield, eastern, and A. B. Gaw- 
ronski, Pacific. 

Special recognition awards will be 
made to the 1940 leaders: Mr. Luker, 
for leading all districts in 1940 in ordi- 
nary, industrial and combined points, 
and L. B. Pratt, district manager, Jeff- 
erson City, Mo., for leading the entire 
field in industrial and ordinary paid-for. 
The theme of the conference is to be 
“Management in Action.” 


Midland Mutual Holds Regional 


The Midland Mutual Life held a re- 
gional agency meeting in Hamilton, O., 
the home city of S. L. Yochum, general 
agent, who has been an App-a-Week 
Club member for 850 weeks. 

“Capitalizing on the Present Business 
Upswing” was discussed by J. A. Haw- 
kins, vice-president and manager of 
agencies; Russell S. Moore, assistant 
manager of agencies, and H. W. Kraft, 
advertising and sales promotion. 

Carrollton, Ky., Cincinnati, Hamilton, 
Dayton and Lima, O., agencies were 
represented. 








End Three-State Agency Tour 


Home office executives of the Oregon 
Mutual Life of Portland, Ore., have 
just completed a three-state tour of 
agencies to introduce a new mortality 
table just adopted by the company. 

Officials making the trip were W. C. 
Schuppel, executive vice-president; R. R. 
Brown, vice-president and actuary, and 
John J. Caplice, agency secretary. The 
group introduced the new rates and 
values based on the new mortality table 
at Seattle, Spokane, Boise and Eugene. 





Western Life Has Portland Rally 


Forty representatives of the Western 
Life of Helena, Mont., from Washing- 
ton and Oregon attended the Pacific 
northwest regional conference in Port- 
land. President R. B. Richardson was 
toastmaster at the banquet. Agency 
Vice-president Lee Cannon conducted 


the conference, assisted by F. R. Dan- 
iels, superintendent of agencies; F. E. 
Young actuary, and C. D. Greenfield, 
assistant to the president. 


B.M.A. Rally in Salt Lake City 


A sales conference of Business Men’s 
Assurance was held in Salt Lake City 
for agents from Utah, Idaho, Nevada, 
Wyoming and Montana. Vice-president 
L. L. Graham represented the home 
office. A “silver anniversary” banquet 
honored W. M. Jones, manager for the 
intermountain region, who had _ just 
completed 25 years with the company. 








North American’s Wis. Conference 


Moore & Moore, state agency direc- 
tor of North American Life, conducted 


a regional sales conference in Green 
Bay, Wis. Paul McNamara, vice-presi- 
dent, spoke on the war clause and con- 
templated changes. Robert Feeley, 
Newark manager, discussed the SEC 
and its relation to life insurance. The 
conference was conducted by T. A. De- 
laney and S. F. Richards, agency super- 
visors. 


State Mutual Meets June 23-25 

State Mutual Life will hold its an- 
nual convention at Virginia Beach, Va., 
June 23-25. 

Qualifying period for the convention 
runs 14 months to April 30. Written 
business period ended with March. 
State Mutual expects one of its largest 
turn-outs in history. 








H. H. Irwin addressed the Metropoli- 
tan $100,000 Club meeting of the River 
Rouge, Mich., district. Donald F. 
Martin had charge of arrangements. 
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Connecticut General is a big company, the fourteenth largest in the field, 
with more than a billion in force. 

Yet when you talk to Connecticut General policyholders, to distant branch 
managers and far-afield agents, you find that we have the reputation of 
being one of the closest-knit families in the life insurance business. 

We know that this is an important strength of our Company and we 
consciously strive to maintain and improve close personal contacts through- 


out the organization. 


in our contacts with policyholders .. . 
. . in our reputation for prompt, efficient, personalized handling 


render . 


In the end, such a policy cannot help being reflected 


in the quality of the service we 


of individual insurance problems. 


That is why people so frequently say Connecticut General is “a good 


company to be insured in,” or a “good company to work for.” 


It is a 


fundamental strength of which we are justly proud. 
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LIFE AGENCY CHANGES 





Penn Mutual Splits Noted Team 


Oke with 


seph 


L. Reiley, 
H. Reese 


co-manager 
of the 


Jo- 
Philadelphia 


agency of the Penn Mutual Life, will 
head the Rockefeller Center agency of 
the Penn Mutual in New York City be- 


ginning July 1. Mr. 





REILEY 


E. L. 


appointed sole general agent in Phila- 
delphia. 

During the next 90 days, while Mr. 
Reiley and Mr. Reese will be making 
the necessary adjustments in Philadel- 
phia, W. T. Hames of the agency de- 
partment will be in charge of Rockefel- 
ler Center. 

' Mr. Reiley was graduated from La- 
fayette College in 1924 and did engi- 
neering work until 1927 when he joined 
the Penn Mutual Life for special re- 
search work. In 1934 he was transferred 
to the Stevenson agency in Philadelphia 
as assistant superintendent of agency 
and director of training. He supervised 
a unit of the agency with over $3,000,- 
000 annual production. He graduated 
from the Penn Mutual’s managerial 
training school and obtained his C.L.U. 
designation in 1932. When Mr. Steven- 
son became executive vice-president Mr. 
Reiley and Mr. Reese became co-mana- 
gers of the Stevenson agency, one of 
the largest in the country, having in ex- 
cess of $260,000,000 of life insurance in 
force. 
Mr. 


Reiley has been active in asso- 


Reese has been 


ciation and C.L.U. affairs. He is presi- 


dent of the Philadelphia Association of 
Life Underwriters and was vice-chair- 
man for the 1940 National association 
He is a past president of 
chapter. 


convention. 


the Philadelphia C.L.U. For 





JOSEPH H. REESE 


four years he has conducted the life 
insurance salesmanship courses in the 
evening school of the University of 
Pennsylvania. 


Reese Is Million Dollar Man 


Mr. Reese entered life insurance in 
1925 and became a substantial personal 
producer and a life member of the Mil- 
lion Dollar Round Table. He built a 
unit for the Stevenson agency in 1929, 
producing over $3,000,000 annually. 

Mr. Reese is a business insurance and 
estate tax expert. He has always been 
active in association activities. He has 
conducted three annual _ educational 
courses on life insurance trusts for 
underwriters and trust officers. He was 
vice-chairman of the National associa- 
tion program committee and general 
chairman of the Huebner wee 
committee in 1940. He is a C.L.U. a 
holds an agency management weriiiienan 
of the American College. He_ helped 
organize the Philadelphia C.L.U. chap- 
ter, served as its president, and is a 
past president of the American Society 
of Ci, 








Brugge Succeeds Lewis in 
Newark for Sun Life 


C. A. Lewis, branch secretary of the 
Sun Life of Canada in Newark, N. J., 
is being transferred to Canton, O., in a 
similar capacity. He has been with the 
company 16 years, starting as a clerk in 
the home office. He was then trans- 
ferred to Cleveland and after about a 
year went to Newark in 1928 as branch 
secretary. 

He will be succeeded in Newark by 
Carl Brugge who started with the Cleve- 
land Life 16 years ago as a clerk. When 
the Sun Life took over the company he 
remained in the same capacity. He 
served as cashier in Canton, O., and 
Cleveland, branch secretary in Reading, 
Pa., Baltimore and Cleveland. 

Mr. Lewis was tendered a luncheon 
by the Newark agency force, at which 
Manager Boucher Wright presided, and 
was presented a desk set, spitably in- 
scribed. 

He also was honor guest at a dinner 
given by the Life Agency Cashiers As- 
sociation of Newark, at which Mr. 
Brugge was introduced. 


Eliel & Loeb Is Named by 
Great-West Life in Chicago 


Eliel & Loeb, Chicago general insur- 
ance agency, has been appointed as 
representative of Great-West Life. 

Eliel & Loeb Company maintains a 
life department with James K. LaVallee 
as manager. Mr. LaVallee has an excel- 
lent life insurance background and _ is 
well qualified. 

This agency, which is located in the 
Insurance Exchange, was founded in 
1900 by Jacob M. Loeb and incorporated 
in 1916. At the beginning of this year 
Jacob M. Loeb was made board chair- 
man, Hamilton M. Loeb became presi- 
dent. In addition to the Chicago office, 
Eliel & Loeb has offices in New York, 
Philadelphia, Boston, Detroit and Mil- 


waukee. 

The Great-West business will be 
handled through the Chicago branch 
office, Earl M. Schwemm, manager, 


which has been the leading agency of 
Great-West for the last three years. 





C. F. Charters, with Great-West Life’s 
Toronto 1 branch for the past seven 








Five Points 
of Advantage 


for Occidental 


Representatives 


Occidental representatives go forth with five distinct ad. 
vantages . . . BEFORE they meet their prospects. They are 
armed with (1) "Perfect Protection’ features, (2) The 





Interested men, who "Double Protection" feature (3) publication advertising to 
are alert to the ad- ° . 

vantages of presenting seek out prospects, (4) specific policy and feature booklets 
ARE DIFFERENT. and direct mail matter, and finally (5) alert and aggressive 
Ww. hg bay +g help of a sales-minded home office staff. This combination 
Presid 


has resulted in a corps of happy representatives that stay 
that way because of satisfied policyholders. Occidental's 
healthy growth reflects the teamwork of its official family. 





OCCIDENTAL 
LIFE INSURANCE COMPANY 


RALEIGH * + * © ¢ © © © © © © « NORTH CAROLINA 


LAURENCE F. LEE 
PRESIDENT 












FRIENDLY 
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GALVESTON, TEXAS 


































































s Al 
bins 
York 
F enter 
vis a 
' New 
was | 
has b 
partn 
York. 


with 
the m 
ance 
years 
He su 


manag 



















LIFE INSURANCE EDITION 





17 























il 11, 19) MR April 11, 1941 
——= ——— = . — — — agin 
———— Baars, has been named district manager of the Western & Southern Life. He trial department American National, 
a) Kingston, Ont. goes to Xenia from Ashtabula. Beaumont, Tex., was observed with a 
pate dinner in his honor, attended by home 
: os . ill Em office men, Beaumont agents and com- 
Fitzmaurice Fair's Assistant N | L & Will ploy Older Agents pany representatives from neighboring 
james E. Fitzmaurice will become as- at . A. Sees $500,000 For ye duration of the military am cities. A. E. Cass was in charge of ar- 
Ni. : i , = « . i Life & Casualty has increased the ge ts 1 toastmaster H. E 
<ociated with the Boston ordinary agency period, a2 ; rangements and _ toastmaster. - E. 
the Prudential as assistant to Mana- Weekly Debit in Sight upper age limit for agency applicants to Reeves, Galveston, agency” organizer, 
| oer F, W. Fair and with underwriting ‘The goal of a $500,000 weekly pre- °9 instead of 45. A man will now be spoke. 
duties. Mr. Fitzmaurice started with mium debit by the end of this year ¢lisible for an agency if he has passed , 
the Metropolitan in 1926, becoming as- has been set by National Life & Acci- his 20th birthday and has not yet Camps Agency Shows Gains 
sistant manager in Malden in 1929. ar dent. The debit reached approximately reached his 51st birthday. The Manuel Camps, Jr., agency of the 
was later with the Carter agency of $478,000 in the first quarter of 1941, H Ss ahedons Bath John Hancock Mutual Life in New York 
Equitable Society and Doherty agency great gains being made. If the same onor superin _ en athews City gained 15 percent in life irisurance 
; of Continental American Life. rate of progress persists throughout the The 20th anniversary of C. W. production and 85 percent in total pro- 
year, it 1s anticipated the $500,000 mark duction for the first quarter. : 
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Lambert Tranferred to South Bend 


Samuel E. Lambert, Columbus, O., 
» agent of the Mutual Life of New York, 
| has been promoted to agency organizer 
at South Bend, Ind. Mr, Lambert gradu- 
ated from Ohio State University in June 
1938 and joined the Columbus agency. 
He qualified for both the 1940 and 1941 
Field Club conventions. 





Lloyd Charlotte General Agent 


Therman M. Lloyd has been ap- 
pointed general agent in Charlotte, N. 
(Cc, for Lincoln National Life with 
Fofices in the Johnston building. His 
territory will include 29 counties. 

Mr. Lloyd entered sales work upon 
graduation from the Harvard business 
school 10 years ago. The past 4% years 
he has represented Phoenix Mutual Life 
in Boston. He has established an out- 
standing record. For the past seven 
vears he has been located in Boston 
but his entire life prior to that time 
was lived in North Carolina. 





| 





Alvin Wolff Joins Robbins Agency 


Alvin Wolff has joined the J. D. Rob- 
bins agency of Manhattan Life in New 
York City as associate general agent. He 
entered life insurance with the Ben Da- 
vis agency of the Equitable Society in 
New York in 1934. Two years later he 
was made unit manager. Since 1937 he 

»has been supervisor of the brokerage de- 
partment of the Home Life of New 
York. 


Equitable of Canada New Offices 


The Equitable Life of Canada has 
opened a second branch in Hamilton, 
Ont. in charge of Jack MacIntyre. S. 
M. Wickens has been put in charge of 
the company’s third agency in Toronto, 
with offices in the Concourse building. 
He is a vice-president of the Toronto 
Life Underwriters Association. 


LL. Waters Lincoln Manager 


L. L. Waters has been named Lin- 
coln, Neb., manager of the New York 
Life,in charge of southeastern Nebraska. 
Mr. Waters was formerly associated 
with his father, George L. Waters, in 
the management of the National Assur- 
ance of Lincoln, but for the last two 
years has been with the New York Life. 
He succeeds D. J. Haley, who becomes 
manager at Davenport, Ia. 




















G. I. Powell has been appointed Lon- 
don, Ont., manager Northern Life of 
caviia. He has been with the Halifax 
branch. 


Northern Life of Seattle has appointed 
Harold Hacker district supervisor in 
Oakland, Cal. 


__ STOCKS 


EL, W. Cornelius of Bacon, Whipple & 
°, 135 South La Salle street, Chicago, 
i s > following stock quotations of 
é companies as of April 8: 





























ar Div. Bid Asked 

10 1.40* 27% 29% 
he Ber oy 10 80 24 26 
10 2.00 35 38 

Ife & Cas...) 3 50 10 11% 
coln Natl.... 10 1.40* 29 31 

W World Life 10 3 3% 864% 
Da Natl. Life 7.50 (30 10° 12 
bao Natl. Life. 10 1.25 25 28 
d Line Life.. 10 ‘60 11 13 
ravelers ...... 100 =©16.00 395 415 
Is. National.. 10 1.00 16 18 


*Includes extras. 





will be well exceeded by Dec. 31. 

“Shield,” the company’s publication, 
stresses that a $500,000 weekly debit is 
a staggering total when translated into 
the collection of nickels and dimes 
weekly by the debit men, and that this 
is in addition to their steadily increas- 
ing ordinary production. 





Union Organizers Confer 
with Richmond Companies 


RICHMOND, VA. — A conference 
here between officials of the Life of 
Virginia and organizers of the Ameri- 
can Federation of Industrial & Ordi- 
nary Agents failed to result in any in- 
creases in pay for employes in five cities 
represented at the conference. The 
cities involved were Alexandria, New- 
port News, Norfolk, Cincinnati and 
Detroit. Another conference will be 
held in Richmond, April 16. 

In refusing to make a contract guar- 


anteeing increased compensation, the 
company held that it would have to 
make similar increases in all of its 


agencies and that this would be pro- 
hibitive. The union’s answer to this 
was that corporations operating on a 
large scale do not follow the practice 
of putting into effect increases in com- 
pensation negotiated in a few instances 
throughout their entire system. Repre- 
senting the company were I. T. Towns- 
end and A. Crawford, vice-nresi- 
dents; R. E. Henley and W. R. Shands, 
counsel, and Charles Taylor, actuary. 

Two organizers for the American 
Federation of Industrial & Ordinary 
Insurance Agents negotiated with offi- 
cers of the Virginia Life & Casualty 
here, asking for a contract providing an 
increased rate for employes of the 
Richmond agency. Negotiations will be 
resumed following a meeting of the 
company’s directors. 





L. M. Gerhardt has_been appointed 
superintendent of the Xenia, O., office 


Mathews, branch superintendent indus- 








LOOKING BACKWARD 


A forward-looking organization should 
be pardoned for looking backward when 
it attains a significant birthday. Seventy 
years ago this month this company com- 
menced business. Today it proudly real- 
izes that it has continued to do business 
and to gain strength year by year, in 
spite of the vicissitudes, economic, pollit- 
ical, and otherwise, that America has 


endured through seven decades. 


A RE gEs 


BRADFORD H. WALKER, President 
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Cassidy Is Elected 


Florida President 


NEW OFFICERS ELECTED 


President—Arch R. Cassidy, Equit- 
able Society, Miami. 

Vice-presidents—H. Laurence Coo- 
per, Gulf Life, Jacksonville; C. A. 
Smith, New York Life, Ocala; Glenn 
Hastings, Union Central, St. Peters- 
burg; L. F. Erckert, Prudential, West 
Palm Beach. 

Secretary-treasurer — Walter Schutt, 
Penn Mutual, Miami. 


WEST PALM BEACH, FLA— 
Arch R. Cassidy, Miami manager 
Equitable Society, was elected president 
of the Florida Association of Life Un- 
derwriters at the annual meeting and 
sales congress here. Orlando was 
voted the 1942-43 session. The at- 
ttendance was one of the largest in as- 
sociation history. 

Commissioner Larson brought de- 
partmental greetings, with assurances 
of a progressive policy to protect the 
interests of purchasers of insurance. He 
stressed the importance of keeping the 
interests of the public in mind. . 

President Cannon, Franklin 

Life, presided at the sales congress. 
N. Woodson and L. W. Chapman, Sales 
Research Bureau, led discussion | on 
management, recruiting, prospecting, 
and sales. 

LeRoy Johnson, Sun Life of Canada, 
Jacksonville, presented for discussion a 
proposed agency qualification bill. 
While no great amount of enthusiasm 
attended the discussion, the measure 
will be backed. ; 

Consideration of the qualification of 
agents movement was given close atten- 
tion by Commissioner Larson. It was 
referred to Chairman Johnson’s com- 
mittee. Mr. Johnson was toastmaster 
at the banquet. 

E. M. Willis, Prudential, Lakeland, 
as chairman of the resolutions commit- 
tee, led supporting discussion of a pro- 
posal to bring life agents under social 
security, augmented by company sup- 
port, to the adoption of a practical plan 
for retiring pensions. The resolution 
was adopted. 


Survey Shows What Texans 


Think of Life Insurance 


SAN ANTONIO, TEX.—The atti- 
tude of the public in Texas toward life 
insurance, as revealed by surveys made 
in 1938 and 1941 was reviewed by A. F. 
Ashford, president of Western Reserve 
Life, Austin, Tex., in addressing the San 
Antonio Life Underwriters Association. 

This year questionnaires were sent to 
250 men selected from business and pro- 
fessional groups in several Texas cities. 
Attached to the questionnaire was a $1 
bill. The objective was made to ascer- 
tain what the attitude of the groups rep- 
resented is toward life insurance men 
and life insurance. He received 210 re- 
plies. Fifteen returned the dollar and 
40 kept the dollar without making any 


reply. 

Most of those replying suggested that 
the companies could improve the public 
attitude by issuing more understandable 
statements, but this group was smaller 
this year than it was in 1938; 76 percent 
indicated that they read the material 
sent out with premium notices; 40 per- 
cent said that they now understand the 


man’s time than other salesmen. Here 
Mr. Ashford stressed the need for selling 
the prospect on the interview. There is 
a general demand for better trained and 
fewer life insurance men, he said. The 
question on lump sum_ settlement 
showed that 70 percent of the life in- 
surance owned is of this type. In this 
survey no one was asked to sign the 
statement which he gave. This was to 
eliminate any suspicion as to its purpose. 

Mr. Ashford indicated that through 
clarifying their statements companies 
have improved the attitude of people and 
said managers are in accord with the 
public desire for fewer and better trained 
men. 

President J. N. Fletcher announced 
that the paid membership is 210. A 
number of certificates were presented to 
managers who showed 100 percent mem- 
bership, 


New Horizons to Be Viewed 
at New York State Congress 


ALBANY, N. Y.—The annual sales 
congress of the New York State Asso- 
ciation of Life Underwriters will be held 
here at Chancellors Hall May 9. 

In developing the sales congress 
theme “New Horizons” the General 
Electric Company will demonstrate its 
scientific research to meet changing 
conditions. 

Paul Speicher, R. & R. Service, will 
discuss new horizons in merchandising 
life insurance. 

Franklin Amthor, Equitable Society 
supervisor of agents training, will speak 
on “Social Security and Programming.” 

W. A. Schauer, Pittsburgh, will talk 
on “Unusual Opportunities in Unusual 
Times.” 

Holgar J. Johnson, president Institute 
of Life Insurance, will speak on “New 
Horizons in Public Interest.’ Paul F. 


FOR MEN OF 
GENERAL AGENCY 
CALIBER 


Clark, vice-president John Hancock Mu- 
tual, will cover “The Place of the Un- 
derwriter in Defense.” 

Vincent B. Coffin, vice-president and 
superintendent of agencies Connecticut 
Mutual Life, will sum up the theme. 

Ralph G. Engelsman, president state 
association, Penn Mutual general agent, 
New York, will preside. 


Program for Des Moines 
Sales Congress Announced 


DES MOINES—The program for 
the Des Moines sales congress May 
2-3 has been announced by A. H. Pick- 
ford, Provident Mutual, general chair- 
man. 

The congress will open on Friday 
evening with a banquet at which Hol- 
gar Johnson, president of the Institute 
of Life Insurance, will speak on “Life 
Insurance as an Instrument of Democ- 
racy.” 

Saturday morning Lynn S. Broaddus, 
Chicago manager Guardian Life, will 
talk on “Sensible Prospecting in 1941” 
and Vincent B. Coffin, vice-president 
Connecticut Mutual, on “Sensible Sell- 
ing in 1941.” 

Commissioner Fischer of Iowa will 
greet the life men at the luncheon, with 
the main address to be given by a 
speaker yet to be named. 

In the afternoon Dr. S. N. Stevens, 
president of Grinnell college and for- 
merly dean of the university college of 
Northwestern University, will talk on 
“The Salesman as an Educator:” Tom 
Collins, Kansas City “Journal,” on 
“The Real Security,” and C. C. Day, 
Oklahoma City general agent Pacific 
Mutual, on “A Philosophy of Living.” 


Dayton Seeks Ohio Meeting 


The Dayton Life Underwriters Asso- 
ciation is bidding for the convention of 
Ohio association in May, 1942. Last 
year’s convention at Toledo entertained 
nearly 400 delegates from all parts of 
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material, which is 5 percent better than 
in 1938. Only 17 favored federal regu- 
lation; 18 percent stated that the war 
situation causes them anxiety as to their 
life insurance. - 

All preferred that the salesman say 
nothing to them about production con- 
tests in which he is engaged. A large 
number stated that life insurance sales- 
men are less considerate of the business 
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the state, and an even larger represen- 
tation is expected this year at Akron. 
Fern J. Blose, president of the Day- 
ton association, says he has been as- 
sured of the support of several influen- 
tial delegations to the Akron convention 
next month in the campaign to secure 
the 1942 meeting. 





Notable Card for 


Ark. Sales Congress 


LITLE ROCK, ARK.—Details of the 
program for the sales congress of the 
Little Rock Life Underwriters Associa- 
tion, April 18, have been completed. 
The meeting will be staged in conjunc- 
tion with the annual meeting of the Ar- 
kansas Life Underwriters Association. 
Morning speakers include R. J. Costigan, 
Kansas City, Missouri manager Business 
Men’s Assurance on “Selling Slants”; 
Dr. W. B. Bailey, economist of the Trav- 
elers, “Life Insurance Faces the Future.” 
The morning session will be concluded 
by a talk from Tom B. Reed, Oklahoma 
City, Million Dollar Round Table, 
“Fifty Recipes.” At the luncheon R. J. 
Jackson, John Hancock, Little Rock, will 
be toastmaster. Charles T. Evans of 
Little Rock will speak on “. . . and the 
Pursuit of Happiness.” He is assistant 
to the president of the Arkansas Power 
& Light Company and was formerly a 
vice-president of the Home Life of Ar- 
kansas. 

The afternoon session will feature a 
business meeting of the state association, 
with J. M. Andrews, Sr., Fort Smith, 
presiding. Officers will be elected. 
Speakers will be A. B. Waggoner, Sr., 
Mutual Life, Maryville, Tenn., leader in 
his company in the number of lives in- 
sured for several years, and F. G. Bray, 
general agent New England Mutual 
Life, Houston, Tex. 

H. B. Brown, assistant general agent 
Penn Mutual, Little Rock, is general 
chairman. 


Quarter Million Club in 
lowa Elects Officers 


WATERLOO, IA.—Robert Bickel of 
Cedar Rapids, National Life of Ver- 
mont, was elected chairman Iowa Quar- 
ter-Million Dollar Life Club at the an- 
nual spring meeting held here. Mr. 
Bickel succeeds Lowell P. Schwinger, 
Waterloo, who automatically took over 
as chairman of qualification commitee. 

Clifford Connor, Davenport, Provident 
Mutual, was named first vice-chairman, 
W. E. Steely, Waterloo, Mutual Life, 
second vice-chairman, and Philip Sit- 
tick, Davenport, Lincoln National, sec- 
retary-treasurer. 

The organization changed its consti- 
tution to provide that three years’ con- 
tinuous qualification in the club will con- 
stitute a life membership. The next 
meeting will be held at Cedar Rapids 
June 6, a day prior to the annual state 
association meeting. 

Only 12 of the 17 qualified members 
attended the meeting. 

Charles L. Kluss of Charles L. Kluss 
& Associates, Chicago, the principal 
speaker, asserted that most people who 
worry about inflation are worrying about 
a straw man that doesn’t exist. 


_Saun Francisco—R. G. Engelsman, New 
York City, general agent Penn Mutual 
Life, will speak April 21 on “Selling in 
1941.” He will attend the Penn Mutual 
agency meeting at Del Monte, April 18-19. 
Fifteen members have qualified so far 
for membership in the Quarter Million 
Round Table. Several others are ex- 
pected to qualify by April 15, the final 
date for consideration of credentials. 
New Bedford, Mass.—State Senator 
Joseph F. Francis of New Bedford dis- 
cussed current legislation affecting life 
companies and the life business. 
Columbia, Mo.—New officers are: Presi- 
dent, Paul Sitton, Prudential; vice-presi- 
+ sg Max Schwabe, Northwestern Na- 
et and Mrs. Dorothy Riley, Reliance 
N e; Secretary-treasurer, Charles Digges, 
“ew England Mutual; national commit- 





Hiller in Line for Chicago 
President: Name Behr, Curry 

















WALTER N. HILLER 


Three personal producers were ap- 
pointed on the staff of the Chicago As- 
sociation of Life Underwriters. Walter 
N. Hiller, Stumes & Loeb agency Penn 
Mutual, was named first vice-president, 
succeeding D. M. Phipps, who went with 
New England Mutual in Cleveland. 
Louis Behr, Lustgarten agency Equita- 
ble Society, was appointed treasurer to 
succeed Mr. Hiller, who formerly was 
in that post, and R. J. Curry, Aetna Life, 
was elected a director. 

Messrs. Hiller and Behr are leading 
agents of their companies and life mem- 
bers of the Million Dollar Round Table 
of the National Association of Life Un- 
derwriters. Mr. Curry is president of 
the Life Agency Supervisors Club of 
Chicago. 

J. H. Brennan, general agent Fidelity 
Mutual Life, is second vice-president. 
The custom is to elevate the first vice- 
president to president, that office being 
held in alternate years by a general 
agent and personal producer. W. M. 
Houze, general agent John Hancock, is 
president. 

Mr. Hiller has been very active in the 
association, handling the booking of In- 
stitute of Life Insurance films and hav- 
ing helped to write, produce and act in 
two skits presented before the Chicago 
association and elsewhere. 








teeman, E. E. Woodbury, Reliance Life. 

The speaker was C. M. Hansen, chief 
actuary of the Missouri department. 

Minnesota—The annual meeting will 
be held in Duluth in June. The exact 
date has not been fixed. J. D. Serrill, 
Minneapolis, and Hiram Moore, St. Paul, 
are co-chairmen in charge of arrange- 
ments. 

A special committee, which is headed 
by Louis Gross, is making arrangements 
for a week’s short course to be conducted 
at the University of Minnesota next fall. 
This will tie in with the educational 
work being carried on by the National 
association. It is planned to limit en- 
rollment for this first course to 50. 

Northern New Jersey—The training 
course covering estate _ protection, 
taxation and business insurance in 24 lec- 
tures, came to a close with an inspira- 
tional and educational talk by C. J. Zim- 
merman, Chicago, general agent Connec- 
ticut Mutual Life and past president of 
the. National association. 

The course was attended by more than 
200 from all sections of northern New 
Jersey. The committee in charge was 
headed by John A. Ramsay, Newark gen- 
eral agent Connecticut Mutual. 


Cedar Rapids, Ia.—Ward Phelps, the 
Sales Research Bureau, spoke at the 
April meeting. 


Jackson, Tenn.— William Hughes, Mem- 
phis, spoke on “Time Control,” discussing 
the value of time regulation and accu- 
rate records of calls, interviews and 
sales. 

Boston—Vash Young, New York, will 
speak on “Going Right when Things Are 
Wrong,” at a special meeting April 15. 





The glee club of the John Hancock Mu- 
tual Life will provide musical numbers. 
Salt Lake City—L. O. Schriver, Peoria, 
Ill., general agent Aetna Life, former 
N.A.L.U. president, will speak April 22. 
“American Portrait” will be shown. 

Amarillo, Tex.—W. Lee Baldwin, presi- 
dent of Security Life & Accident, Denver, 
spoke. 

New Castle, Pa.—A ladies’ night pro- 
gram will be presented April 17. The 
program will include dinner and enter- 
tainment. 

Pittsburgh—Spiller Hicks, general 
agent Provident Mutual, Richmond, Va., 
will speak April 18. 

Washington, Pa.—W. M. Milligan, Pitts- 
burgh manager Manufacturers Life, 
spoke Wednesday night. 


Buffalo—A slate of eight candidates 
for directorships was approved at a 
meeting of the board. Four will be 


elected at the annual meeting May 15. 
Arthur L. Beck was appointed chairman 
of the On-to-Albany committee for the 
New York state sales congress May 9. 


Hartford—Paul Troth, supervisor of 
publicity for Home Life, gave his illus- 
trated talk, “Sales Ideas that Click.” 


Sioux City, Ia.—Clifford DePuy, pub- 
lisher of the “Underwriters Review” and 
“Northwestern Banker,’ spoke on “Are 
We Killing the Goose That Laid the 
Golden Eggs?” 


Santa Monica, Cal.—A new association 
has been organized with these officers: 
President, N. H. Van Alstine; vice-presi- 
dent, P. J. Logan, Postal Union; secre- 
tary-treasurer, R. D. Moore, Occidental 
Life. It will affiliate with the Los An- 
geles association and its president will 
be a director of that association. 

Moose Jaw, Sask.—J. Wilton, Imperial 
Life, has been elected president; F. E. 
Hill, London Life, vice-president, and 
J. C. Fernihough, London Life, secretary- 
treasurer. 

Victoria, B. C.—H. B. Witter, of the 
Dominion Life, has been elected presi- 
dent. Vice-president is C. B. Mooney, 
North American Life; secretary, G. M. 
Terry, North American Life, and treas- 
urer, I. C. Rycroft, Manufacturers Life. 

Northwest Texas—A. L. Dern, vice- 
president and director of agencies of 
Lincoln National Life, spoke in Ama- 








rillo on “The Life Insurance Man’s 
Job.” He was accompanied by O. D. 
Douglas, state agent Lincoln National. 


More than 50 were in attendance. 

Jacksonville, Tll—Nate Mack, repre- 
sentative Equitable Society, Quincy, II1., 
addressed the monthly meeting, stress- 
ing the importance of giving conscien- 
tious service to clients as the primary 
objective in life insurance selling. He 
said unfair or unethical competition has 
been much reduced by cooperation of 
qualified life agents through underwrit- 
ers associations. Wiley Berry, program 
chairman announced the annual ladies 
night program would be held the eve- 
ning of April 11. 

Hutchinson, Kan.—Riley G. Cunning- 
ham, Wichita manager Metropolitan Life, 
spoke on “What a Membership in Your 
Local, State and National Association 
Means to the Life Underwriter.” In a 
membership campaign 15 new members 
were added, bringing the membership 
to 37. 


Emporia, Kan.—An advertising cam- 
paign has been launched, tied in with 
the attendance campaign for monthly 
meetings. Only those agents who have 
attended the monthly meeting and have 
their dues paid have their names listed 
in the monthly “ads.” The plan has more 
than doubled attendance. 


Independence, Kan.— A meeting -with 
the Coffeyville association will be held 
April 21 in return for a similar joint 
meeting held in Independence in Febru- 
ary. 

An essay contest for high school stu- 
dents is being carried on to end April 
15. A meeting of the Southeast Kansas 
Sales Congress committee is soon to be 
held to plan the meeting for next fall. 

Toronto—John A. Hill, general agent 
Aetna Life, Toledo, O., spoke on “Moti- 
vation.” He said democracy and life 
insurance move hand in hand and spoke 
of the common interest of the two great 
democracies, United States and England. 

Columbia, S. C.—J. M. Waddell, vice- 
president Pilot Life, spoke on “Seeds of 
Success.” He said skill as well as knowl- 
edge is necessary. “Skill is gained by 
studying the result of practice and ap- 
plying to future practice the lessons 
learned from them,” he added. 

He urged definite selling methods in- 
stead of a hit-or-miss approach and 
stressed the necessity of self-discipline. 
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KLEIN AGENCY’S INCREASE 

The A. R. Klein agency, Home Life 
of New York, Chicago, reports an in- 
crease for the first quarter of 1941 
which is 29 percent over that of the 
same period of 1940. The agency, which 
has only been in operation for a few 
years, now stands 11th among the agen- 
cies of the company. Mr. Klein at- 
tributes the success to rigid adherence 
to Home Life’s policy of careful selec- 
tion of agents and clients and profes- 
sionalized, standardized sales and 
service. . 


MANHATTAN LIFE’S NEW OFFICE 


The Chicago branch office of Manhat- 
tan Life in charge of C. R. Corcoran, 
field assistant, moved into much larger 
quarters in Suite 834, 208 South La Salle 
street, Functions have been increased, 
the branch now handling collections in 
the midwest, with H. C. Vollman as- 
signed from the home office as cashier. 
Three departments have been installed: 
Sales, with J. C. Simpson, agency or- 
egunizer, in charge; brokerage, with H. 
J. Heffernan as manager, and tax and 
busines insurance, with Sol Reifler, CPA, 
as manager. R. L. Kimberly, field as- 
sistant, was in Chicago installing the 
new centralized accounting and collec- 
tion system and assisting in the office 
change. Heretofore collections for the 
territory have been handled in the home 
office. 


LAWYERS SESSION 


long “lake 


LIFE 
The 


versy” 


diversion contro- 
between Chicago and Minnesota, 
Michigan and other states was dis- 
cussed by Herbert H. Naujoks of the 
law firm of Ekern & Meyers before the 
Chicago Life Lawyers Club. Mr. Nau- 
joks treated the matter from the view 
of “Insuring Public Health.” 

Maurice E. Benson of the American 
Life Convention reviewed recent signifi- 
cant decisions in Illinois. Presiding 
was Lewis A. Stebbins, president of the 
club. 


HOY AHEAD 98 PE RCENT 

The Ernest C. Hoy agency of the 
Sun Life of Canada in Chicago reports 
a 98 percent increase in paid-for busi- 
ness in’ March, the highest for that 
month in the last five years. Total paid- 
for business for the first three months 
is up 50 percent. The Hoy office is 
leading the company in number of 
agents qualifying for the honor roll. H. 
L. Magnuson led the agency in Feb- 
ruarv and March. 
ZIMMERMAN STARTS OFF WELL 

The Charles J. Zimmerman agency at 
Chicago for Connecticut Mutual Life 
had its third consecutive plus month of 
the year in March. It was also the 43rd 
plus month out of 45 since Mr. Zimmer- 
man was made head of the agency. The 
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agency is in second place among all 
offices of the company for the first quar- 
ter with a 30 percent increase in paid- 
for volume. 

DIFFER ON RECRUITING YOUNG MEN 

There has been a curious division of 
opinion among Chicago general agents 
and managers since passage of the 
selective service law about the advisa- 
bility of continuing the major recruiting 
effort among younger men within the 
draft limits. Some agency heads be- 
came discouraged with the prospect of 
spending time and money in training 
younger men only to have them go away 
to camp for a year, and upon their 
return possibly go into some other line 
of business. 
Others, however, 

excuse for agency 
pletely to revise their recruiting policy 
merely because of selective service. 
What is needed is a positive philosophy 
which will seek to make the best of the 
present circumstances. An example of 
this is the argument employed with 
young men that life insurance selling is 
the best profession for them to enter 
in this uncertain time, as upon return 
from camp they could easily go with 
their old agency, whereas salaried jobs 
might not be open. 

One general agent said it was unlikely 
the draft would hit any one office very 
heavily, and in any event he was going 
to stick to his policy of recruiting young 
men, preferably those just out of col- 
lege. He figures that by getting his 


feel there is utterly 
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@ The title insurance firms whose 
cards are shown on this page have 
been selected after careful investiga- 
tion. They have the recommendation 
and endorsement of The National 
Underwriter. 





























COLORADO 


in first and making a sale of the 
life insurance business to the young 
agent prospect he will get a certain 
percentage of these men back when they 
return from their year’s service. They 
will have learned valuable lessons and 
rules of conduct in the army or navy, 
including the cardinal one of carrying 
out an order without seeking to find a 
reason why it cannot be done. 

It probably is true, though, that the 
draft has placed at least a temporary 
emphasis on recruiting among men in 
the few years immediately above the 
upper draft limit, that is, possibly 35 to 
40. Managers feel such a policy will 
ward against disruption of the staff 
more or less continuously throughout 
the period of war preparedness with its 
uncertain duration. 


story 


A new house organ, “Women at 
Work,” is being issued in San Francisco 
by Mrs. Stella Gibbs, manager of the 
women’s department of the California- 
Western States Life. 


NEW YORK 





MANAGERS’ OUTING JUNE 5 


The New York City Life Manage, 
Association will hold its spring outigg 
June 5 at Glen Oaks Country (jy 
Lake Success, L. I. In addition to ty 
usual golf tournament there will be, 
tennis tournament. 


BROOKLYN GROUP MEET 

The Brooklyn Life Supervisors Asq. 
ciation met April 8 at 12:30 p.m. at ¢} 
Hotel Bossert. No speaker was sched. 
uled, but there was discussion of th 
association’s constitution, the anny 
outing and ideas for future Meetings, 


BRAGG “BRUSH-UP” COURSE 
Manager J. E. Bragg of Guardiay 
Life of New York, New York City, yi 
on April 15 begin a new “brush-w’ 
course for independent insurance bro 
kers. Sessions will be conducted in the 
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gency’s assembly room Tuesday and 
Thursday evenings from 5:15 to 6:45. 
"No tuition or fee will be charged but 
‘enrollment is strictly limited to inde- 
» pendent brokers, full time agents of life 
companies not being eligible. Assist- 
Sant Managers A. L. Sullivan and Paul 
Orr, Jr., will assist Mr. Bragg, but the 
© entire course will be under Mr. Brage’s 
) direct personal supervision. The course 
‘will survey the features of life insur- 
"ance as a product, the technique of 
analyzing life insurance cases, and the 
| most effective methods of persuading 
‘clients to act. 














; KNIGHT AGENCY FIGURES 
" The Charles B. Knight agency of the 
Union Central Life in New York City 
| paid for $2,399,606 in March as against 
$1,370,897 in March, 1940. 
‘IMPORTANT BROOKLYN LEASE 
The lease which Travelers has taken 
for four floors in the Chamber of Com- 


merce building, 26 Court street, Brook- 
‘lyn, is the largest of its kind that has 





been closed in Brooklyn since 1928, ac- 
cording to Charles F. Noyes, the broker. 
Other tenants in that building include 
New York Life, Equitable Society, Fi- 
delity Mutual and the America Fore 
group. 

Extensive alterations will be made 
and Travelers will take possession 
Sept. 1. 

Travelers opened its first Brooklyn 
office in 1912 with two employes. There 
are now 300 employes in Brooklyn. In 
the past 15 years Travelers has occupied 
six floors at 130 Clinton street. 

In the Brooklyn office, J. W. Bratton 
is life manager, G. V. Catuna, casualty 
manager, W. F.- Tierney, assistant fire 
manager. 





EISENDRATH AGAIN EXPANDS 


The J. M. Eisendrath agency of Guar- 
dian Life is preparing to move into 
larger, more desirable space on the eight- 
eenth floor of the Empire State building, 
New York. This is the third expansion 
move of the agency since its establish- 
ment in 1933. 








| LEGAL RESERVE FRATERNALS 





N.F.C. Sets Place 
i for Annual Rally 


The National Fraternal Congress ex- 
' ecutive committee has selected San 
_ Francisco for the annual convention to 
be held Sept. 22-25. Headquarters will 
be the St. Francis hotel. 
Other than the meeting held in Den- 
- ver in 1902, the N.F.C. never has held 
its convention west of the Mississippi 
‘river. Western fraternalists have been 
insistent for many years that their ter- 
ritory thus be recognized. While a num- 
| ber of societies are located in the west 
and on the Pacific Coast, the majority 
are in the middle west and eastern sec- 
tions so the additional cost of a west- 
ern trip always has been the factor 
' which decided in favor of other more 
central locations. 
_ Following the annual meeting in Bal- 
timore last year, the executive commit- 
tee decided it was only proper to go 
west this year. Foster F. Farrell, ex- 
ecutive secretary-manager, was dele- 
gated to make an inspection trip on the 
Pacific Coast, and spent two weeks 
there, visiting a number of cities all 
along the coast and looking over ac- 
' commodations and facilities. 
The committee voted for California 
' because it is one of the great fraternal 
| life insurance states and easily acces- 
_ sible to all important cities of the west. 
_ Another deciding factor was assurance 
''rom the San Francisco convention bu- 
teau there would be outstanding enter- 
tanment features. It was considered 


the present low cost of railroad travel. 


3 and opportunity to combirie a necessary 
4 business trip with vacations would off- 
_ Set the expense factor. Also, by elimi- 
_ Nation of the mid-winter session in Chi- 
| C880, societies have been saved consid- 
| ‘table expense in connection with their 
' Officials attending that meeting. 
Alex O. Benz, president of the N.F.C. 
and Aid Association for Lutherans, an- 
nounced that the N.F.C. sections will 
hold their annual meeting Sept. 22. It is 
Probable the. Fraternal Field Mana- 
as Association will hold its meeting 
Pa day and in the evening Sunday, Sept. 
> *1. The convention sessions proper will 


F open Tuesday morning. 





Names Two General Agents 


ine J. Wolf of St. Louis has been 
Psy general agent by Aid Associ- 
pow or Lutherans in southern Illinois, 
= t W. Fiegel, Milwaukee, was ap- 
nted general agent for the city and 
County of St. Louis. 
+ ad years’ experience with the society. 
Fiegel represented it on a part- 


—_ 
Ma 





3 bon basis 1928-1934, and full-time since 


£n 





Both have had- 


Canadian Group to 
Convene May 20-21 


TORONTO.—Three Canadian insur- 
ance superintendents will address the 
50th annual convention of the Canadian 
Fraternal Association to be held here 
May 20-21. They will be Superinten- 
dent G. D. Finlayson of the Dominion; 
Superintendent H. D. McNairn of On- 
tario, and Superintendent Georges La- 
France of Quebec. R. Leighton Foster, 
counsellor Canadian Fraternal Associa- 
tion, will talk. Alex O. Benz, president 
National Fraternal Congress and Aid 
Association for Lutherans will address 
a banquet the first night. Edward King, 
secretary-treasurer Hooper-Holmes Bu- 
reau, will talk on “Fraternalism in War 
Time.” R. E. Morris, Maccabees, on 
“Family Income Policy,” and J. S. 
Clouston, Canadian Woodmen of the 
World, will give an address. 

Other speakers include M. J. Lander, 
president Canadian Life Officers Asso- 
ciation; L. W. Dunstall, secretary Life 
Underwriters Association of Canada; 
J. D. Butkovich, Croation Fraternal 
Union, and F. H. Lee, Woman’s Bene- 
fi 


e. 

Dr. B. F. Black, president Canadian 
Fraternal Association and medical su- 
pervisor Maccabees, will preside. 

Dr. C. B. Parker, medical director 
Independent Order of Foresters, To- 
ronto, will lead a discussion on medical 
subjects. 





Lodge Secretary's Functions 
Are Explained by Biggs 


Success or failure of fraternal soci- 
eties rests very largely upon the man- 
ner in which the local lodge secretaries 
discharge their functions, C. L. Biggs, 
national recorder Maccabees, Detroit, 
stated in an article disseminated by the 
National Fr-ternal Congress this week 
in connection with its program of pub- 
lic relations. Mr. Biggs is past presi- 
dent of the N.F.C.- The lodge is~ the 
foundation of the fraternal beneficiary 
system, he said, but the local lodge sec- 
retary more than anyone else deter- 
mines the stability of the institution. 

There are approximately 100,000 
lodge secretaries in the United States 
and Canada, Mr. Biggs said. It is their 
function to give tangible meaning to the 
abstract term “Fraternalism,” to inter- 
pret the society to the members. Since 
there are about 8,000,000 fraternal mem- 
bers who with their immediate families 
make conservatively a group of 25,000,- 
000 individuals, the local secretary’s 
functions affect about one-fifth the pop- 
ulation of the country. : 


The_secretary’s chief function -is-as _ 


contact between members and the soci- 
ety. He represents the governing body 
to the members, and must also repre- 


sent the members to the governing 
body. | ; ; 
However, he has unofficial duties, 


such as confidential adviser, lay under- 
writer and lay actuary, as well as claim 
expert. 

In case the lodge is inactive, the sec- 
retary becomes the only contact be- 
tween the member and his society, and 
also must serve as promoter, keeping 
members’ enthusiasm in the society 
alive. He also has solemn responsibili- 
ties to beneficiaries of members. 





Smith Named Ark. Camp 
Head Consul of W. O. W. 


BATESVILLE, ARK. — Ben F. 
Smith, Fort Smith, was elected head 
consul at the state convention of Wood- 
men of the World, held here. Sam 
Stigall, past head advisor for the state 
V. O. W., was elected delegate to the 
national convention to be held in San 
Francisco June 30. Pocahontas was se- 
lected as the 1943 convention city of the 
Arkansas head camp. 

Other offiicers are: J. A. McGuire, Arka- 
delphia, auditor; A. L. Meador, Texar- 
kana, alternate national delegate; James 
Gentry, Paragould, auditor; Tom Adams, 
Nashville, banker; B. B. Raglin, Little 
Rock, junior past head consul and state 
manager; J. B. Webb, El Dorado, 
watchman; F. T. Scott, Camden, clerk; 
B. H. Smith, Fort Smith, consul. 

De E. Bradshaw, president, and Far- 
rar Newberry, secretary, both from 
Omaha, were present and spoke. 





Mich. Field Managers Meet 


DETROIT—The Michigan Fraternal 
Field Managers Association held its 
quarterly luncheon meeting here, with 
a round-table discussion of business 
methods and ideas following. 


COMPANIES 


Morgan Duke Predicts 
Great Days Ahead for Texas 


DALLAS—Prediction that the south- 
west and especially Texas is entering its 
greatest era of prosperity was made by 
President A. Morgan Duke of Southland 
Life in submitting the company’s annual 
statement. 

Mr. Duke said the company’s record 
of production the first three months of 
1941 reflects the fact that millions of 
dollars are being poured into Texas in 
connection with defense projects ap- 
propriations, and that the industrializa- 
tion program of the state has been 
accelerated. He voiced the opinion that 
the industrialization of Texas will pro- 
vide a stabilizing factor, which, added 
to its standing as an agricultural state 
and in minerals and oil, will lead to an 
excellent standard of prosperity. 

Southland Life made excellent gains 
in all departments in 1940. 














Life & Casualty Starts 
Construction of New Home 


NASHVILLE—Excavation is under 
way for the erection of an eight to 10 
story office building for Life & Cas- 
ualty on a site on Sixth avenue North, 
next to the Hermitage Hotel. The home 
office is now at 159 4th Avenue North 
and it is not known how much of the 
new building will be occupied by the 
owner and how much leased to outside 





THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 








Port Huron, Michigan 


interests except that the second floor 
will be occupied by the local district 
offices. The new building is estimated 
to cost $1,000,000. 





No Texas Ancillary Receiver 


A suit filed by Texas policyholders of 
the Central States Life for the appoint- 
ment of an ancillary receiver for its 
Texas assets was dismissed by the fed- 
eral court at Amarillo, Tex. This is the 
third such suit to be dismissed by fed- 
eral courts since the Missouri depart- 
ment took charge of the Central States 
last November. 








Illinois Mutual Benefit Figures 


The mutual benefit associations in II- 
linois, assessment companies, have been 
reduced in number since they came un- 
der the jurisdiction of the insurance de- 


partment. Their income last year was 
$770,881, the disbursements $775,369. 
They had assets $240,350. The leader 


in income was the Great United Mu- 
tual Benefit of Centralia with $185,067 
and disbursements $191,310; the next 
was the Randolph County Mutual Re- 
lief of Chester with $75,288 income and 
disbursements $76,601. 
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of North Dakota 


THE PIONEER OF FRATERNAL 
LEGAL RESERVE SOCIETIES 


Provides All Popular Forms of 
Life and Disability Insurance 





A True Fraternal and a Mutual 
Life Insurance Association 


Home Office—Fargo, N. D. 

















WANTED... 


REPRESENTATIVES 
IN YOUR COMMUNITY 


LUTHERAN BROTHERHOOD is 
licensed and operates in 26 states, 
the District of Columbia, and the 
Dominion of Canada. All standard 
forms of Annuities and Life Insur- 
ance Contracts, adult and juvenile, 
are issued. An exclusive field of 
prospects—Lutheran Men, Women, 
and Children. (Representatives must 
be Lutheran.) 

Complete details will be sent on 
receipt of your letter addressed to: 


SUPERINTENDENT 
OF AGENCIES 


LUTHERAN 
BROTHERHOOD 


Legal Reserve Life Insurance for 
Lutherans 
Herman L. Ekern, President 
608 Second Avenue So. Minneapolis, Minnesota 
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AGENCY MANAGEMENT 





Three-Fold Job 


of General 


Agent Outlined by Johnson 


DETROIT—The problems of recruit- 
ing, training and supervision, as old as 

agency system, still are the general 
agent’s big job, Eric G, Johnson, gen- 
eral agent Renn Mutual in Pittsburgh, 
told Associated Life General Agents & 
Managers here. Their solution is “What 
Makes an Agency Click.” Donald 
Machum, manager Manufacturers Life, 
presided and S. W. Ryan, Penn Mutual 
general agent, introduced Mr. Johnson. 

Recruiting is perhaps the most seri- 
ous problem because it is easy to post- 
pone, Recruiting should be a major 
activity every day for satisfactory re- 
sults. 

The Johnson agency recruited 16 men 
in 1940, of whom 11 completed training 
and nine got into production. The nine 
paid for $365,000 in that year. They 
have a quota for 1941 of $880,000, of 
which $90,000 was paid in January. To 
get nine men Mr. Johnson _inter- 
viewed 226. 


Weekly Review of Progress 


Important feature of the agency’s 
recruiting activity is the hour every Sat- 
urday morning spent reviewing recruit- 
ing activities of the past week, Mr. John- 
son said. Often the check reveals no 
progress, which acts as a spur to getting 
busy the following week. 

Mr. Johnson sends out ten nomination 
letters each week, which bring in a 
number of likely prospects. Aptitude 
tests are used, with A and B men ac- 
cepted and in some cases even those 
with a C rating if they have had previ- 
ous selling experience. 

The agency uses an agency recruiting 
manual which it devised, telling the 
story of life insurance, and of the John- 
son agency, its territory and personnel. 
Records of new and old agents are pre- 
sented with a number of pictures show- 
ing what goes on in the agency. 

The agency’ s experience indicates that 
it requires an average of 10 hours of 
conversation in four to five interviews to 
sell a man on entering the agency. Mr. 
Johnson wonders if inability to get 
enough good recruits may not often be 
due to the general agent’s doubts of his 
ability to take a man into the business 
and guide him to success in it. He urged 
the general agent to check over his men 
and build his own confidence by noting 
the success of men inducted in the past. 
In his own case a man earning $3,000 a 
year earned $6,000 his first year with 
the agency; another making $10,000 
made $8,000 his first year in the insur- 
ance business, but soon was making 
$25,000. 

“10 add 12 good men to the agency 
this year,’ ’ he said, “will require inter- 
viewing 300 men. That is a lot of time, 
a lot of work and a lot of selling, but it 
is absolutely necessary.” 


Two Types of Supervision 


Supervision divides itself naturally 
into two divisions, mechanical and_per- 
sonal. Under mechanical supervision, 
he requires daily reports of agents’ work. 
A lot of general agents think this can- 
not be done, but it can and is done in 
the Johnson agency. 

“You can’t supervise a man into heavy 
production unless you know what he is 
doing!” One agent was not selling 
much insurance, but an analysis of his 
work reports showed that he was clos- 
ing one case in every three interviews, a 
rather remarkable record when the 
agency average is one in seven. Obvi- 
ously, this man needed to see more peo- 
ple. This solution might not have 
become apparent except for the work 
reports. 

Johnson stressed the value of 
posting the men’s production on a board 
in the agency room to stimulate a com- 
petitive spirit. So that rural agents out- 


side of the office can get the same bene- 
fit, he mails a printed reproduction of 
the board to them at their homes once 
a week. 

Speaking of personal supervision, he 
asked: “What time do you get to the 
office in the morning? Do you spend 
the first half hour in the morning mix- 
ing with your agents, taking a personal 
interest in their problems, personal and 
business, and striving to imbue them 
with your own enthusiasm for our busi- 
ness? Do you send each member of 
your office force and agency force per- 
sonal letters on their birthdays and on 
the anniversaries of their joining you? 
A letter telling them how glad you are 
to have them with you will do wonders 
in building morale.” 


Distributes Leads Impartially 


He urged that all leads coming into 
the office be distributed impartially to 
agents, either alphabetically or by some 
other fair method, so that the general 
agent can never be accused of holding 
out or being partial 

Mr. Johnson believes i in giving agents 
all the commission in joint cases with 
supervisors. He pays his supervisors 
enough so they do not have to look to 
joint work for a good living. This does 
much to encourage new men to get into 
production and assures them of decent 
earnings during their early months, he 
declared. 

The general agents should beware of 
becoming “swivel chair” executives. In 
1936, finding himself falling into this 
habit, he promised to help agents close 
half a million of business during the 
year. He participated in the closing of 
$480,000. 

He warned against allowing rural 
agents and the smaller producers to get 
the impression they are not considered 
important to the agency. 


Make Agents Feel Appreciated 


“If you want an agent to remain in 
the agency, show him that you respect 
him and are glad to have him with you 
whether he is a big producer or not. If 
you have any agents toward whom you 
cannot feel this way, get rid of them at 
once. How long has it been since you 
walked down the hall with a rural agent 
when he was leaving your office, and 
pushed the elevator button for him?” 

“Don’t let the agents get excited when 
a case comes back from the home office 
with a rating,” he said. An analysis of 
the agency’s rated cases shows that 70 


percent of them are finally delivered and, 


paid for, while not more than 80 percent 
of the standard rate cases are delivered. 
It is a good idea to have the agents read 
a good book on medical selection so 
they will not feel the medical depart- 
ment is discriminating if it rates a case. 
After reading the book the agent will 
feel that the last case that came back 
rated was lucky to get insurance at all. 

Some general agents are worried 
about the draft taking so many of the 
younger men and scaring others away 
from the buying of life insurance. This 


fear is groundless, Mr. Johnson believes. 
January and February business of the 
Johnson agency shows the average age 
of the new policyholders was 28—right 
in the middle of the conscription range. 
Furthermore, the average size of the 
policies was $300 higher than for the 
comparable months of 1940. 





Cantrell San Antonio Speaker 


B. T. Cantrell of Houston, Texas 
supervisor for California-Western States 
Life, addressed the San Antonio Sales 
Managers Club, on “The Secret of Suc- 
cessful Selling.” 





Peoria Cashiers Organize 

The recently organized Life Insurance 
Cashiers Association of Peoria, IIl., held 
its initial luncheon meeting Wednesday 
with W. H. McNair, Penn Mutual Life, 
president, in charge. Other officers: E. 
A. Scheidel, Northwestern Mutual, vice- 
president; Miss Vonna Weaver, Mutual 
Benefit Life, secretary, and C. E. Miller, 
Sun Life, treasurer. 





H. N. Wieting, Jr., manager ordinary 
department of Prudential in Toledo, dis- 
cussed “The Soldiers and Sailors Relief 
Act” at a meeting of the Toledo Life 
Agency Cashiers Association. 








Hunt Is N. Y. Federation Counsel 


E. H. Hunt of Buffalo has been en- 
gaged to act as counsel of the Insur- 
ance Federation of New York, in asso- 
ciation with Executive Secretary L. L. 
Saunders. He has been active in legis- 
lative work, most recently as counsel to 
the joint legislative committee on in- 
surance law revision. 





Montgomery Club to Hot Springs 


The convention of the William Mont- 
gomery Quality Club of Acacia Mutual 
Life has been set for Hot Springs, Va., 
July 21-24. 


YOUR OWN AGENCY, OR 
BOOST YOUR INCOME 


Heros How: 


The Wisconsin National helps you to 
success and security. It offers a new 
and attractive life agency plan with 
a group of select and salable poli. 
cies—diversified policies—Life, Acci- 
dent and Health. 


Or, you can boost your present in- 
come. The Wisconsin National has 
the policies that will secure increased 
income for you through new business 
as well as renewals. Your commis. 
sions will be most liberal, supple 
mented by prompt claim service. 


KFere contract and territory in Wis. 


consin, Illinois, Minnesota, Michi- 
gan or Indiana, address Agency 
Manager. 
LIFE & ACCIDENT 


. HEALTH ® 


WISCONSIN NATIONAL 


LIFE INSURANCE COMPANY 
OSHKOSH, WISCONSIN : 
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i SECURITY! The symbol of 
i] service and shield of protec- 
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LIFE 


ASSURANCE COMPANY 


LANSING 
800-801 Olds Tower Bidg. 
ROY G. NOWLIN, Manager 
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YEARS OF STEADY GROWTH 
Makes for Confidence in the Future 
MONUMENTAL LIFE 


INSURANCE COMPANY 
Home Office— Baltimore, Md. 


























AGENTS WANTED! 


Territory Open in Virginia, 
West Virginia, and Kentucky 











CHARLESTON, 


GEORGE WASHINGTON LIFE INSURANCE COMPANY 


W. VA. 
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Prospect Bureau Keeps Agents 


CINCINNATI—Operation of a pros- 
pecting bureau gives the general agent 


' control over the morale of the agency, 
| |.C. Benson, home office agency man- 
| ager of Union Central Life, told the 


Associated Life General Agents & Man- 
agers. No attempt is made to force 


» agents to make use of the bureau. When 
' the bureau has furnished the name of a 
' prospect who is closed for a good-sized 


policy, agents stand “three and four 
deep” to get names and similarly, when 
no prospects supplied by the bureau are 


' closed for a while, there is little interest 
- in it for a time. 


Mr. Benson said a general agent might 


| ask: Why should an agency have a pros- 


pecting bureau? How far should I go 
into entering in the agent’s activity? 
Aren't commissions paid in part for 
finding life insurance prospects? Why 
would such a bureau be a good invest- 
ment in my agency? 


Calls On Old Policyholders 


Mr. Benson observed that old policy- 
holders are one of the best sources of 
business. Unless the agent is given 
certain stimuli, he said, the agent is not 
likely to call on his policyholders. The 
general agent, however, can get him to 
call on them with a prospecting bureau. 
Every agent at certain times runs down 
and doesn’t know where to go. The 
general agent is able to get the agent 
to move if he gives him a prospect and 
puts the words in the agent’s mouth. 

Any man is a better agent if he be- 
lieves he is working for the best agency 
in the community. The bureau, Mr. 
Benson said, is the largest factor in 
keeping the agent sold on his agency 
representation and is an important factor 
in recruiting. It is logical for the agent 
to wonder at times what his general 
agent is doing for him when he is con- 
stantly bringing business in without any 
action on the part of his general agent. 

The objectives of the bureau, Mr. 
Benson said, are to see that the agent 
calls on his old policyholders once a 
year; to insure that every orphan policy- 
holder is called upon once a year; to 
place new prospects in the hands of 
agents continuously. “It is emphasized 
to the agent that we are not solving his 
Prospecting problem,” Mr. Benson de- 
clared. “We use the term 10 percent.” 


Prospect Not Policyholder 


The bureau enables the general agent 
to know what happens to leads given 
agents and enables him to keep a record 
ot how the old prospect stands in regard 
to future insurance. It keeps an agent 
thinking of his policyholders as pros- 
pects rather than as policyholders. Mr. 
Benson said often an agent is willing to 
release old policyholders because he 
feels he has gone as far as he can, and 
the names are given to other agents who 
lrequently are able to write business on 
them. Another agent is given the lead 
to land the case and if the first agent 
fails the man is still regarded as a good 
Prospect. The person in charge of the 
ureau must be carefully selected. 
he bureau cannot be operated inci- 
dentally to the agency’s general work. 
;_ © Operator must have an enthusiasm 
ed life insurance and be able to sell the 
—_ on the idea that the lead is valu- 
‘ble. He must have ability to pick the 
— agent for the lead. No effort is 
“ € to distribute leads impartially and 

€ “guy that brings in the business is 


the guy who 
} gets the leads,” 2 
son asserted. s,’ Mr. Ben 


only a portion 


If the operator can spend 
of his time on the work, 





in Motion, Benson Finds 


Mr. Benson suggested that a definite 
period be set aside each day. 

From July 1, 1939, in a one-year 
period, Mr. Benson’s bureau gave out 
1,458 leads, exclusive of old policyhold- 











J. C. BENSON 


ers. There were 687 orphan policy- 
holders or those released by active 
agents, of which 251 were given some 
kind of service. New people moving 
into the city numbered 567. Union Cen- 


tral made mortgage loans to 171 and 
33 came from miscellaneous sources. 
Agents reported on all except 182. Of 
the total, agents retained 757 for their 
permanent prospects and released 523. 
In 1,081 cases the agent came back with 
a “family needs” forecast and $710,068 
was sold directly on leads assigned. 
Near the beginning of each month, 
every agent is given a list of his policy- 
holder age changes occurring in the 
following month. The agent is also 
asked to turn in business which he is 
willing to release and it is surprising 
how often this is done, Mr. Benson said. 


Paves the Way by Letter 


A letter is sent out by Mr. Benson 
before the agent calls to pave the way, 
and assure the policyholder that it is 
no random call. The agent is given a 
prospect card and a policyholder’s serv- 
ice sheet to fill out, when he is calling 
on orphan policyholders. The sheet 
asks questions such as: How much life 
income will your policies purchase at 60 
or 65? What are your retirement plans? 
What retirement income is provided by 
your present life insurance? What is 
the purpose of your Union Central 
policy? What insurance have you pur- 
chased since your last Union Central 
policy? What is the date of your last 
medical examination? 

The agent is taught what he should 
do when he gets a new prospect in 
reporting back on his lead, Mr. Benson 
said. Unless an agent turns in reports, 
he gets no leads. The office checks on 
other members of the family when the 
policy is delivered and these names are 
called to the agent’s attention. Pros- 
pects are rated on a standard formula. 
Attention is also given to prospective 
cases for juvenile insurance, which fre- 
quently results in nice business. 








Motivation Must Be Based 
on Real Interest in Prospect 


NEW YORK—The difficulties that 
most agents have in getting prospects 
are traceable to the fact that their 
presentations are weak and they know 
it, H. D. Josephson, general agent State 
Mutual Life, New York City, said at the 
final educational lecture in the New 
York City Life Underwriters Associa- 
tion’s series. The fact that an agent 
hasn’t much to say that is interesting 
when he is trying to sell a man makes 
the prospect extremely reluctant to send 
him on to others and strangely enough 
most agents actually don’t want the new 
name since they know they have noth- 
ing to say when they call on the new 
prospects. It is for that reason that 
they keep these names in their desk for 
weeks and months at a time, Mr. Jo- 
sephson said. 

The average agent, he said, does 80 
to 90 percent of his business in about 20 
or 25 percent of his working time. That 
is because the bulk of his work is done 
with a comparatively small number of 
people who are in one way or another 
close to him and motivated to buy from 
him. Hence, “there must not only be 
motivation to buy but motivation to buy 
from you.” Many more sales are made 
when the buyer has an interest in the 
agent even though no need has been un- 
covered than where the need is made 
apparent but the buyer is not interested 
in the agent. 

“What constitutes motivation to buy 
from you?” asked Mr. Josephson. 
“There are hundreds of factors. For ex- 
ample, you sell people from whom your 
prospect gets business; you sell people 


whose judgment he respects; you are a 
big man in the insurance business; you 
really know your business; you have 
made him understand what was previ- 
ously mysterious; you can help him get 
business. In my opinion an opening 
interview that does not include by state- 
ment or by implication some such idea 
is doomed.” 

Mr. Johnson stressed this idea because 
it is so frequently overlooked and be- 
cause it is the basis of prospecting. An- 
other type of motivation is the message 
that the agent has for the prospect. If 
he hasn’t a dramatic, novel, enthusiasm- 
provoking idea for the prospect it is just 
a “blubber talk” or else a standard talk 
that the prospect has probably heard a 
dozen times before. 

The agent should spend a week if 
necessary in getting the basic idea for 
his presentation and then developing it. 
He should learn his talk, giving it with 
clarity and precision. If the agent is 
sure he has a message he will find not 
only that more opening talks will be 
successful but have a story that’s fairly 
shrieking to be told,” he said, “and it 
is easy to prospect under these condi- 
tions.” 





Last year more than $3,800,000 was 
paid out to American families every 
week in income checks, showing the 
great increase in the use of the income 
plan of benefit payment, which has 
quadrupled in the past 10 years, it is re- 
ported by the Institute of Life Insur- 
ance. 


Tells Conn. Agents Not to 
Hesitate in Selling Friends 


Many insurance agents haye the mis- 
guided notion that they shotildn’t sell to 
their friends because they don’t want to 
impose upon them, T/ W. Foley, general 
agent State Mutua{ Life, New York, 
told the sales congress of the Connecti- 
cut Life Underwriters Association at 
New Haven. “It’s a foolish idea,” said 
Mr. Foley. “In my opwion, any man 
who can’t sell insurance ‘to his friends 
will not stay in the business very long.” 

Any analysis of the results of a suc- 
cessful underwriter will reveal that at 
least 80 percent of their individual sales 
come through channels in which the per- 
sonal element plays an important part. 
It is obvious that a program for becom- 
ing favorably known to people is of 
great importance to the life insurance 
salesman, because he needs to convert 
strangers to friends and if he can do it 
prior to the sale, so much the better. 

We never hesitate to let our friends 
in on a good deal which might be made 
in regard to purchase of real estate, a 
new car, a good bond, or a fast moving 
stock, continued Mr. Foley. Then why 
hesitate to let them in on the finest in- 
vestment in the world, life insurance? 

Your friends are going to buy life in- 
surance some day, somewhere, from 
someone, so why shouldn’t they buy it 
from you. Business experience tells us 
that friends like to do business with 
friends. If this method were not best, 
then cold canvassing should be the most 
successful way of doing business, and 
who ever heard of a successful man us- 
ing this method today? Something to 
remember, Mr. Foley said, is that no 
one ever failed in the life insurance busi- 
ness because he knew too many people 
who liked him. 





Pension Plans Discussed 
by Goldstein in Pittsburgh 


PITTSBURGH—Pension, bonus and 
profit sharing plans were discussed by 
Meyer M. Goldstein, New York City 
general agent Connecticut Mutual, be- 
fore the Pittsburgh C. L. U. chapter. 

Three patterns of pension or bonus 
plans available to corporate business 
are: 

1. Self-administered, where the em- 
ployer or a trustee handles the invest- 
ments. This plan may be contributory 
or not, and present a problem of invest- 
ment and re-investment. 

2. Group annuities—usually with 
companies already having group life 
plans in effect. Advantages are partici- 
pation in investment portfolio of life 
companies and the safety margin pro- 
vided by use of the mortality table. 

Group annuities usually are placed in 
large companies, often by general insur- 
ance men or brokers familiar with cor- 
porate insurance. 

3. Individual policies on cases up to 
about 50 in the group. These may be 
cases competing with those falling in 
the self-administered or group range, or 
cases too small to compete with the first 
two plans. 

The big mistake agents make in solic- 
iting pension business is to talk of the 
vehicle rather than the need, Mr. Gold- 
stein said. Every employer who plans 
to remain in business has only two alter- 
natives in dealing with employes reach- 
ing retirement age: firing them, which is 
dangerous to company morale, and keep- 
ing such employes on the payroll, which 
is too expensive. 

There is a great difference between 


being young and penniless and being 
old and penniless. 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 


Published Annually in May and March respectively. 





Annual Premium Retirement 
Annuities Rates Increased 


John Hancock changed the reserve 
basis on its annual premium retirement 
annuities from 3 percent to 2%4 percent, 
the same change as was made earlier 
this year in the case of single premium 
immediate annuities. This change re- 
sults in an increase of premium rates 
and also a revised dividend scale. The 
new premium rates for these contracts 
at quingennial ages per unit of $10 
monthly life annuity, 120 installments 
certain, for males and females are: 
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New Oregon Mutual Rates 
on 3°%, Basis Announced 


The new premium rates of Oregon 
Mutual Life on the 3 percent reserve 
basis just adopted are illustrated below 
at quinquennial ages for a number of 
more popular forms. Cash, loan and 
nonforfeiture values also are increased. 
The new scale is: 
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*Option| Pe is “to continue on "pata -up 
at 85 basis; after 3 years assured may 
increase premium to Option B basis to 
pay up policy sooner or provide retire- 
ment thereafter. 


Farm Bureau Has New Form 


The Farm Bureau Life of Columbus, 
O., has announced a new low-cost pol- 
icy, designed “especially to meet the 
needs of low-income families.” It will 
be issued in $500 amounts only, and is 
aimed to take the place of industrial 
policies. President M. D. Lincoln said 
life companies have failed to meet their 
responsibilities to people of low in- 
comes, who, he said, are losing much 
of their insurance expenditures “through 
high-pressure selling, excessive costs 
and a terrific number of lapses.” He 
urged that the Farm Bureau take the 
lead in providing insurance for the av- 
erage family, “to avoid the probable 
intervention of government in case the 
problem becomes more general than it 
is now.” 


Military Service & Life Insurance an- 
swers all your questions. 50c, National 
Underwriter. 


B.M.A. Revises Policies to 
Reflect Current Yields 


Business Men’s Assurance has made 
several revisions in rates and policy 
forms effective April 1. Most of them 
are in line with those made by other 
companies because of the lower return 
on investments. 

Major revisions in life policies include 
(1) settlement options will hereafter be 
based on a guaranteed interest return 
of 3 percent instead of 3% percent; (2) 
the rate of discount on premiums paid 
in advance will in the future be 2% 
percent instead of 3 percent; (3) a 
change in premium rates on most life 
forms and (4) and a revision of all an- 
nuity rates. 

New life policies include a preferred 
risk whole life with a $2,500 minimum 
face amount; preferred risk 20 pay with 
$2,500 minimum and a preferred whole 
life with a $5,000 minimum. There is 
also a new endowment at 85; 20 pay 
endowment at 85; and protection to 65 
contract, all of which are issued for as 
low as $1,000. 

The company has also revised bene- 
fits for hospital service and surgical 
benefits which are issued with accident 
and health contracts. An innovation is 
a contract for hospital and surgical ben- 
efits for individuals and their families. 

Rates, benefits and underwriting rules 
on hospital benefits offered with acci- 
dent and health have been revised. 

Since changes in premium rates on 
most life forms are made necessary be- 
cause of reduced interest earnings, the 
increase is larger on endowment and re- 
tirement forms where the cash values 
are substantial and where interest has 
had a great deal to do with the accum- 
ulation of funds to pay benefits. 

The present whole life and 20 pay life 
forms have been retained with the 
same rates and values, but with re- 
quirement of a $2,500 minimum. They 
are now designated preferred risk 
forms. Rates and values of whole life 
endowment at 85 and 20 pay life endow- 
ment at 85, which are issued at $1,000 
and up, are slightly increased. 

The protection at 65 policy provides 
full life benefits until 65, when all bene- 
fits cease. It is adopted especially for 
those who will receive social security 
benefits at 65 and cease to be active. 

Annuity rates have been revised and 
are now in keeping with those of most 
companies. Maximum single premium 
annuity issued now is $15,000. 


Issue New Forms in Canada 


TORONTO.—The Prudential’s new 
series of income endowments and the 
family income policy—also new—of the 
Prudential, Newark, have been approved 
and are being offered in Canada. ‘These 
forms were introduced recently in the 
United States. The income endowment 
provides monthly income starting at 55, 
60 or 65. The family income policy, in 
event of the insured’s death, provides a 
monthly income of 1 percent of the 
face amount until 20 years from the 
policy date, and then proceeds in cash, 
The policy is limited to those ages 
20-45, inclusive. 


Pacific Mutual Limits 


Pacific Mutual has increased the 
amount upon which it will grant wai- 
ver of premium benefit. New limits are 
$50,000 for men ages 16 to 20, $100,000 
ages 21-50, and $75,000 ages 51-55 
Limits for women are one-half the male 
limit for ages up to 50 with no waiver 
of premium being granted beyond that 
age. These amounts include any in- 
surance that may be already in force 


in the company, if such old policies in- 
clude a disability benefit. Total an- 
nual premium to be waived may not 
exceed $4,000. 


Colorado Approval Given 


The Colorado department has ap- 
proved the annual premium retirement 
annuity contract which heretofore has 
been disallowed in that state. 








Cyzio Circularizes Lawyers 
on Policy “X-Ray” Appeal 


Members of the American Bar Asso- 
ciation during the past few days have 
received a copyrighted pamphlet from 
the Cyzio Service at 29 South LaSalle 
street, Chicago. It solicits lawyers to 
send insurance policies of their clients 
to Cyzio Service for “x-ray” examina- 
tion. It also solicits the lawyers to 
send in their own policies for inspec- 
tion. The pamphlet estimates that the 
cost will be $3.50 per policy, providing 
all policies are supplied at the same 
time. 

Some lawyers who have received the 
pamphlet express amusement that S. C. 
Cyzio, Jr., in his statement, starts off 
by flattering the lawyers by telling 
them that the lawyers rather than the 
insurance agents should be the coun- 
sellors on insurance contracts, but then 
concludes by inviting lawyers to send in 
their own policies for analysis. “To sim- 
plify a busy lawyer’s routine in this 
direction an experimental pattern is 
offered to those interested sufficiently 
to wish to do something now. The value 
of this pattern lies principally in pro- 
viding freedom from burdensome time 
consumption, overcoming at the same 
time any unfamiliarity of the advocate 
with operation of insurance in all its 
phases,” Cyzio says. 


“Mr. Prospect, do you know that 
every year you live reduces your wife's 
chances of earning a living if you die?” 
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Be Well Prepared in 1941 


with NEW, UP-TO-DATE, 
Facts and Figures that Sell 
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itt / 2 Sem Lite ar a most important. One can never predict when this will hap- 

Al PUBLICATION EA pen. Yet if available, the answer may be just the thing to 
close the sale right away—and “conditions” may never be 


Every underwriter has occasions when some little item 
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seen so favorable again. Thus it is highly important to be well- 
prepared with the facts, at all times. 


Sweeping CHANGES 


Only Book | Make New Information Essential 


of its kind, showing 
New 
Both { Old by more than 50% of the companies—according to a ques- 
? tionnaire recently sent out by the American Life Conven- 
Settlement Option tion. Among those reporting major changes are the 
Incomes! Aetna, Connecticut General, Connecticut Mutual, Equit- 
able Society, New England Mutual, New York Life, 
Northwestern Mutual, Phoenix Mutual, Prudential, 
Travelers, Union Central and many others. Consider 
what it means to risk misquoting data on companies such 
as these. 





Important changes in rates, reserves, dividends, etc., 
have already been announced or are contemplated shortly 
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(Full Preparedness means using the most effective “weapon”) 
nt 
To meet the new situation caused by these widespread H programming and selling the income idea, is available from 
— changes, the most effective pocket reference book is the new e no other similar book. 
1941 Little Gem. Not only does it provide all the answers R Furthermore, the Little Gem covers some 60 extra com- 
=| available from ordinary books, but it also contains numerous panies, gives rates on 864 extra contracts and shows values 
, } E on some 344 more contracts than its principal competitor— 
N extra features of real value. ? and that’s approximately 50% more. Not only is the Little 
For instance, the Little Gem is the ONLY book of its Ss Gem more comprehensive but it is most carefully planned 
sid iced throughout. For instance, it is printed in larger, easier-to- 
NA ind showing the Incomes Payable under contracts issued Ww read type. It has only ten sections—ten places to look. 
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dates of issue, this most important information, so helpful in ¥ is obviously easier-to-use, too. Yet it costs no more. 
—— ‘6 99 ° + 8 3 
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ANY Policy Points & “Practice” (150 com- Direct Reading Social Security (*Analytical Proof Sent on Request) 
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Agents of Guarantee Mutual Life honored Agency Vice-president A. B. 
Olson in March with more than $2,000,000 of new business. The month 
had been designated as “Olson’s Orange Month,” this caption being 
prompted by the fact that Mr. Olson is the only person in Omaha known 
to have a live orange tree, which bears fruit. Agents attached cardboard 
oranges to their applications. An artificial orange tree was planted in Mr. 
Olson’s office to surprise him upon his return from Florida. A profusion of 
oranges, real, artificial and cardboard greeted him upon his return. 

President J. W. Hughes (right) is here congratulating Mr. Olson be- 
cause the field force produced a record-breaking month in his honor. 


Above (behind Georgia placard) H. C. Schuppel, Oregon Mutual Life, Boise, Ida. 
(behind Florida placard), J. T. Baxley, Carolina Life, Augusta, Ga. 

Below—Three Californians: Clark A. Moore, Aetna Life, Oakland, H. K. Cassidy, 
Pacific Mutual, San Francisco, and Roy Ray Roberts, State Mutual, Los Angeles, 
national trustee, 


A home office sales training school was held by the Bankers Life of Iowa 

. . - in Des Moines. Left to right, standing: T. H. Tomlinson, assistant super- 
Glimpses at banquet concluding annual New York City sales congress: intendent of agencies; M. S. Bleecker, New York City; C. S. Manning. 
Above—G. L. Harrison, president New York Life, and B. J. Perry, president Juneau, Wis.; H. Lee Clark, Charleston, W. Va.; W. G. Sanford, Mapleton, 
MassachusettS Mutual Life. . ; Ia.; K. H. Padgett, Seattle, Wash.; W. E. Howard, Des Moines; M. A 
- Below—G. Franklin Toops, manager Travelers, New York City; F. S. Groh, man- Quilling, Mankato, Minn.; R. A. Frowick, home office sales training depart 
ager Louis Reichert life agency, Travelers, and Ralph Smith, assistant superintendent ment. Left to right, seated: J. R. Laughead, Des Moines; M. E. Mikkelson 
of agencies of Travelers. Albia, Ia.; B. E. Parrish, Modesto, Cal.; Zuna Rosenbaum, Des Moines 
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